










ife unde 


ght to 
W Busing 


difference 
life agents 
A life a 
SS tO mak 
ent looks to 
il income. 
uld give » 
usiness, Ly 
to find pre 
ate themselg 
ll annual a 
p looking 19 
substantial 
7 The trouy 
’ fast they q 
ects are rig 


‘om life ins 
nt tells of 
1 discouragy 
Prospects 
gent said, 
anybody i 
t you tog 
ne to maki 
imply go a 
wife and ch 
ir names ag 
" and ages 
to me.” | 
agent begg 
ying he 
ts he ev 
he went ot 


adopt ¢ 
Dly it to th 
He can ji 
inufacturer 
| the leas 
bile owne 
on the di 


it is know 
w men G 
| doors afi 
* insurand 
‘it. Mere! 
start. No 
1es without 
rent ide 
will occu 
t about the 
x to word 
illy in hi 
ndom. 
nformation 
e than list 
can eith 
retty good 
ally lear 
ce carried 
be found 
additional 


an agent 
it all the 


Wis., has 
fe policy 
r of that 
he Aetna 


harge of 
ment of 
Life, at 
and 3 
southera 
nducting 
lesman- 
organ! 











tyeaty-Ninth Year No. 27 


SOME CONCRETE CASES 
OF BUSINESS INSURANCE 





How Policies Have Been of Valu- 
able Assistance to Various 
Concerns 





TYPICAL CLAIMS GIVEN 


Purposes Have Been Fulfilled by the 
Protection Taken Out to Bridge 
Over Emergency 





The Equitable Life of New York in 
“Agency Items” gives some recent cases 
of business policies where the purpose of 
the policy has been carried out. These 
srve as good illustrations as to how 
business policies really work. The 
Equitable says: 

“So many articles have appeared ad- 
yocating business insurance that read- 
ers will doubtless welcome some spe- 
ciic instances where business insur- 
ance policies have been issued and have 
julflled their purpose insofar as indem- 
nilying a firm or corporation for the 
loss of a valuable life. While the cases 
mentioned are for large amounts it must 
not be gathered from this that all busi- 
ness insurance claims are in the same 
category. Hundreds of policies for $10,- 
00 and $5,000 and for even smaller 
amounts are paid in the course of a year 
for the benefit of business enterprises. 


Paper Company Benefited 


“Two policies totaling $75,000 were 
taken some years ago by a Massachu- 
setts paper company on the life of the 
general manager, whose technical knowl- 
edge and executive ability were of ex- 
ceptional value to the enterprise. Fifty 
thousand dollars of this insurance was 
in force for less than four years. The 
insured died on Jan, 1, 1925, from cere- 
bral hemorrhage and the Equitable im- 
mediately paid $75,000 to the paper 
company. The premiums received to- 
taled $33,000. 

“In September, 1922, a policy for 
$100,000 was issued on the life of a Chi- 
cago man for the benefit of the hotel 
company of which he was the president. 
In December, 1924, he died from heart 
lailure and the $100,000 was immediately 
paid to the hotel as beneficiary. Premi- 
ums paid totaled $18,825. 


Prevented Collapse of Enterprise 


“$50,000 of insurance on the life of a 
teal estate man prevented the collapse 
ofan amusement enterprise in which he 
Was interested. His death, from an ac- 
cident, occurred just one week before 
the amusement park was scheduled to 
open and a large outstanding indebted- 
ness was liquidated and the business 
Saved from failure by reason of the 
Prompt receipt of the insurance money 
‘rom the Equitable. 

.. Four policies totaling $180,000 on the 
life of a prominent department store 
tad in Pittsburgh were paid to the cor- 
Poration, following his death in Decem- 
ber of 1924, The insurance had been in 
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WILL DECLARE STATUS 


OPINION WILL BE IMPORTANT 


Attorney General Will Decide as to 
Whether Company Can Operate 
for Loaning Purposes 


AUSTIN, TEX., July 2.—Formal re- 
quest has been made of the Texas Attor- 
ney-General by Commissioner John M. 
Scott for an opinion as to the status of 
the New York Life in the event it 
should enter Texas for the sole pur- 
pose of loaning money and whether it 
can be licensed for that purpose with- 
out incurring the liability for premium 
tax during the 18 years it has been ab- 
sent from the state. 

Much depends on answer given by the 
attorney-general as it will affect not 
only the New York Life but a number 
of other large life companies which with- 
drew from Texas in 1907 when the Rob- 
ertson compulsory investment law was 
enacted. 

Twenty-two life companies, most of 
them large, withdrew from the state 
when the Robertson law was enacted 
and only four have returned. 

Some of these not having insurance 
permits are loaning money in Texas, 
Their status will be determined by the 
coming opinion, which will also point 
the way for the others. 

The coming opinion will also deter- 
mine the legal or corporate status of an 
insurance company operating in Texas 
only for the purpose of loaning money 
whether it would come under the juris- 
diction of the insurance commissioner 
because it is an insurance company or 
whether it would be under the statutes 
governing corporations doing a loan 
business. 


force for less than six years and the 
premiums paid totaled $46,000. 


Boiler Manager Insured 


The vice-president and general man- | 


ager of a boiler company was insured 
for $25,000 in 1918 and $5,000 additional 
was placed in 1923. Following his death 
about a month ago the Equitable paid 
$30,000 to the company for whose bene- 
fit the insurance was carried. One of 
the largest business insurance death 
claims paid since this form of protection 
became a recognized business safeguard 
was paid when the half million of insur- 
ance on the life of H. M. Byllesby was 
settled in May, 1924. Mr. Byllesby was 
one of the best known electrical engi- 
neers in the country and the insurance 
was taken on his life by the engineering 
and banking corporation of which he 
was the president. Excess interest and 
post mortem dividends brought the 
amount paid up to $520,166.” 


Commended by a Banker 


Vice-President J. Howard Ardrey of 
the National Bank of Commerce of New 
York in a recent talk had this to say 
about business insurance: 

“I believe that bankers may justly 
claim much honor for their part in fa- 


miliarizing the business world with the 


principles and value of insurance. It 
has become a universal banking require- 
ment that the commodities or merchan- 
dise against which loans are made have 
this protection of insurance. Well, when 


PASSES THREE BILLION 
TRAVELERS TAKES A STRIDE 


Has Beaten One Company and Expects 
to Catch Another in Insurance 
in Force 


HARTFORD, CONN., July 2.—The 
announcement .of the Travelers this 
week that it had passed the $3,000,000,- 
000 mark in life insurance in force, fore- 
casts a change in the position among the 
ten leading life companies at the end of 
1925. 

Extending curves in gains of insur- 
ance in force of the two companies im- 
mediately ahead of the Travelers at the 
end of last year, and extending the curve 
attained so far this year by the Travelers 
puts that company up from seventh to 
fifth place. Indications are that the 
Travelers has already passed one com- 
pany in insurance in force and will pass 
another in the next six months. 

The Travelers has been standing in 
fourth and fifth place for new insurance 
paid for each year since 1919, and has 
naturally been gaining on those com- 
panies which wrote less new business 
each year but had a considerable lead 
on the Travelers on insurance in force 
at the end of 1919. 

The rapid life insurance growth of the 
| Travelers dates back about ten years. 
The company issued its first life policy 
in 1865 and had not accumulated $100,- 
000,000 of life insurance in force until 
December, 1899. It reached the $500,- 
000,000 mark in February, 1917; $1,000,- 
000,000 in August, 1919; $2,000,000,000 
| in December, 1922; and $3,000,000,000 in 
June, 1925. 





June Writings Not Counted 


The $3,000,000,000 mark was attained 
during the company’s big “June for 
Policyholders’ Campaign,” 





but very lit- 
| tle of the enormous production of the 
| month counted toward the attainment 
| of the figures because most of this new 
| June business had only been applied for 
| and had not vet been paid on the com- 
pany’s records. Nearly all of the heavy 
June writing will count toward the ex- 
cess over the $3,000,000,000 which the 
company will have at the end of the 
present year. Much of the momentum 
of the life department of the Travelers 
had been attained by innovations in pol- 
icy contracts and the application of ideas 
tested in other lines of insurance. These 
have made life insurance more attractive 
as well as more serviceable. 

Agency Assistant Oscar F. Girard of 
the Travelers is authority for the state- 
|} ment that agents of the company in 
| Greater New York wrote close to $50,- 
000,000 of new business exclusive of 
group coverages. During June over 
9,600 applications were received. The 
| Chicago branch led all other agency 
| districts in the third week producing in 
|}excess of $1,800,000. 





| iarized with the wisdom—the necessity, 
| indeed—of insuring all his chattels 
| against loss from fire or flood, burglary, 
breakage, and what-not, surely it is a 
simple step to familiarize him with the 
wisdom of insuring his business against 
loss of that most precious of all its as- 
sets—the ability and genius which has 
made it a success,” 









$3.00 Per Year, 15 Cents a Copy 


COMPARES INSURANCE 
AND TRUST COMPANIES 


Says They Are Complementary 
Rather Than Competitive in 
Functions 


COOPERATION IS NEEDED 





Results in Increased Business for Both 
and Greatly Improved Service, 
Says C. C. Day 





TULSA, OKLA., July 2.—Coopera- 
tion between trust companies and life 
insurance not nor it 
meant that one is giving or should give 
up anything from its own business for 
the furtherance of the other, but rather 
that they might cooperate in the mutual 
advancement of those interests common 
to the two, said Caroll C. Day of Okla- 
homa City, general agent for the Pacific 
Mutual, before a joint 
meeting of trust company and life in- 
surance men here recently 

In discussing their relation 
other he said: 

“Let us see what the functions of 
these two great institutions are; I mean 
the functions called into play in the ex- 
ercise of the service under discussion. 
Let us see where our paths cross and 
see where each might profit by contact 
with the other and the ultimate con- 
sumer of the service profit greatly by 
the contact. 


is sentimental is 


in an address 


to each 


Classes of Services Listed 


“Our responsibility as life insurance 
men (1) To build estates; (2) to 
provide money for the conservation of 
already built; (3) to educate 
(4) to perpetuate memories 
and homes; (5) to replace earning capa- 
cities; (6) to stabilize business; (7) to 
help men die at par; (8) to make pos- 
sible the completion of all plans inter- 
rupted by death. 

“On the other hand, part of the func- 
tions of these great trust companies are: 
(1) To conserve estates already built 
and in process of building; (2) to make 
wills; (3) to provide scientific institu- 
tional administration; (4) to educate 
and train (by contact) children; (5) to 
perpetuate the home; (6) to continue 
income by administration; (7) to stabil- 
ize business; (8) to provide money man- 
agement for our money; (9) to cooper- 
ate with men that they might die at 
par; (10) to make possible the projec- 
tion into the future of the plans of men 
interrupted by death. 


1s: 


estates 
children; 


Paths Run Close Together 


“There is no competition. Can't 
you see that those two paths run concur- 


rently and close together? No one 
would hazard the statement that in 
straight incomes, incomes meant to 


cover a specific enduring and unchang- 
ing need, the service now given by life 
insurance companies could be improved 
on, but a close analysis of the estates of 
living men, and those are to be the es- 
(CONTINUED ON PAGE 6) 
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ELECT NEW PRESIDENT 


DAKOTA LIFE CHANGES NAME 


C. W. Martindale Succeeds John B. 
Hanten as Head of the Midland 
National Life of Watertown 


John B. Hanten, who has been presi- 
dent of the Dakota Life of Watertown, 
S. D., since it started 19 years ago, has 
resigned in order to devote his time to 
his legal practice. C. W. Martindale, 
vice-president and superintendent of 
agents, has been elected president. The 
name of the company will be changed 
to the Midland National Life. Mr. Han- 
ten will continue as a member of the 
executive committee and its chairman. 
He will retain his directorship and will 
look after the legal work of the com- 
pany. 

The Midland National Life has been 
examined by the Minnesota and South 
Dakota departments as of April 1. The 
examiners say: “Your examiners feel 
justifed in saying that the company is 
in sound condition, that its various de- 
partments have competent supervision 
and that its affairs as a whole are ably 
and economically administered.” 

Mr. Martindale’s new position wili not 
change his work as he will continue in 
charge of the agency department. The 
officers felt that a change of name was 
desirable. It will go into effect when 
the amendment to the article of incor- 
poration is approved by the secretary of 
state. 

The Midland National Life recently 
decided to enter the nonmedical field for 
$2,000 or less between ages of 18 and 45. 


SENATE EXONERATES EKERN 


Report of Special Wisconsin Investigat- 
ing Committee Adopted by Vote 
of 19 to 3 


MADISON, WIS., July 1—In the 
Wisconsin insurance controversy when 
the senate voted 18 to 1 to vindicate 
Herman L. Ekern, attorney general, of 
the charges made against him by Insur- 
ance Commissioner W. Stanley Smith. 
Senator Titus attempted to have the 
senate adopt a supplement to the report 
declaring that public officials should de- 
vote their entire time to the public 
service. The proposal was defeated 19 
to 3. 

It is evident that the evidence gath- 
ered in the investigation will form the 
basis of the campaign of the opposition, 
if Mr. Ekern announces his candidacy 
for governor next year. Commissioner 
Smith has indicated that he intends to 
keep the issue raised in the Ekern con- 
troversy before the people of Wisconsin. 

“It is the opinion of the committee 
that Herman L. Ekern, attorney general, 
has conducted himself in all matters pre- 
ceding and pertaining to this contro- 
versy in an honest, upright, ethical and 
dignified manner,” the report states. 

“In conclusion the committee finds 
that the charges brought by W. Stanley 
Smith against Herman L. Ekern were 
unfounded and without justification.” 

Findings of the committee point out 
that “Mr. Ekern has not, since becom- 
ing attorney general of Wisconsin on 
Jan. 1, 1923, represented or acted for 
any insurance company, insurance or- 
ganization or other private interest be- 
fore the Wisconsin legislature or any 
branch or committee thereof.” 

There is nothing “in the constitution 
or statutes of the state of Wisconsin 
which prevents or restricts the attorney 


general or any other elective state offi- 
cer from devoting to his private or other 
affairs such part of his time and efforts 
as can be done without neglect of his 
duties as such state officer; that many 
attorneys general of the state have al- 


most without exception continued or 
maintained associations with their firms 
or private practice,” the report says. 





HOW FRED BAILEY GAINED HIS START 
IN THE NIGGER WOLF SWAMPS 





By WILLIAM CLENDENNIN 


His earnestness won confidence on 
sight, and in 30 days time he headed the 
sales organization of that division. Six 
months later, Jan. 1, 1916, he was the 
employer of the man who employed him 
—and rode back to Paducah as boss of 
the Inter-Southern in the territory 
where they put him on as an “outside 
chance.” 

Paducah held him till 1917, then came 
Memphis and the management of the 
Inter-Southern’s southwestern depart- 
ment. He opened Arkansas, Oklahoma 
and west Tennessee, concentrating on a 
system which, as he explains it, “enabled 
him to wholesale life insurance with a 
big volume of annual business—growing 
bigger, bigger, bigger.” 

When 1923 rolled ‘round, this man 
with a wallop who had won out despite 
droughts, floods, boll weevils and coy- 
otes, made his initial dash across Mason 
and Dixon’s line and transplanted him- 
self and the Inter-Southern Life in To- 
ledo, O. He tackled the north with just 
three introductions signed by himself— 
“Bailey,” the “Bailey System” and the 
Inter-Southern. That was his stock in 
trade, his entire equipment, his all. That 
and the sublime nerve that has never 
forsaken him. He opened offices in To- 
ledo Feb. 5, 1923. A southerner, with a 
southern company in a_ rock-ribbed 
northern stronghold as far north as the 
land goes. And again the characteristic 
direction—reached the sane conclusion | Bailey result following the Bailey ban- 
that swamps were not his ultimate ob- | zai of “Action, Action, for God's sake 
jective—pulled up what stakes he had | Action!” “Seven months,” he says, “and 


BAILEYISMS: 


“Throwing cold water on a_ financial 
proposition is like a shower bath without 
a rub—bad for the circulation.” 

“Defeat to me is a crime—I refuse to 
admit it.” 

“A man can do what he thinks he can— 
but he’s got to think it first.” 

“A million a month is nothing—what I 
want is five.” 

That's the sort of stuff they quote to 
you at 11 South LaSalle street, Chicago, 
when the men of “The Bailey System” 
talk about Fred W. 

And it’s the genuine authoritative lit- 
eral lingo of the man himself, too; for 
if you ever saw a human dynamo doing 
its dyna-mo-ing here is exhibit A—and 
then some. 

Fred W. Bailey is a Kentuckian— 
born down there 36 years ago—and ad- 
mits it. Fought the rocks of a corn- 
cracker farm to help his folks—took a 
running jump into business as a night 
telegraph operator at a cotton belt junc- 
tion known to fame in southeast Mis- 
souri as Nigger Wolf Swamp—cultivated 
an ear for music by listening for hours 
at a stretch to the staccato howl of the | 
coyote, the scream of the wild cat and | 
the soft hum of the boll weevil. Read his 
future in the stars when there was noth- 
ing else in sight for eleven miles in any 











_. Fred W. Bailey and the Bailey System have attracted wide attention in 
life insurance circles. Mr. Bailey has his headquarters in Chicago. Many 
have heard about him, have read his advertisements and have wondered 
what kind of a man was back of “The Bailey System.” William Clendennin, 
who has written a number of character sketches appearing in the “Ameri- 
can Magazine” and other periodicals, was asked by The National Under- 
writer to give his impressions of Mr. Bailey. Mr. Clendennin has come in 
contact with Mr. Bailey from time to time, has studied him at short range 
and therefore knows the man himself. Life insurance men will be interested 
in this impressionistic sketch of a personality that is making itself felt. 

















I had mobilized, organized and enthused 
a flying squadron of pinch hitters that 
was shattering Toledo traditions to the 
tune of a million a month—on the same 
system I had concentrated on in the 
south. It’s the system that did it, and 
does it,” said he, “and I have ‘no use for 
geography or state lines as limitations 
to life insurance sales-energy; it’s non- 
sense! The hard field is the best field. 
I learned that before I was a brakeman. 
The man who doesn’t believe it belongs 
back there in Nigger Wolf Swamp.” 


Marched on to South Bend 
and Then to Chicago 


Next on the Bailey line of march was 
: lictu | northern Indiana—with double head- 
jumps from where it sits—he makes his ! quarters at South Bend, and, May, 1924, 
approach accordingly. The Inter-South- | [}linois added, and the opening of of- 
ern Life of Louisville was the nearest | fices in Chicago. 
thing he knew and therefore the quick- That’s the story of this southerner— 
est. “The business that pays the biggest | “this cotton-picker” as some of ’em call 
dividends without investment of capital | him—and “picker” is right—for Fred W. 
—that is the business for me”—he re-| Bailey is just that. He picked his pur- 
flected and forthwith his Arkansas star- | pose to start with—picked his profes- 
gazing bore its first fruits, and the phil- | sion, picked his field of activity and 
osophy of Nigger Wolf Swamp its first | picked wisely, picked his men and his 
dividend. He had figured it out and that | methods, picked his course. picked his 
settled it. He was ready to go. destination, and made it. Yes—Bailey is 


Bailey Started in the . eee, * . 
Life Insurance Field ut what this man has done is a story 


that deserves to be told. Still a south- 

.Young Bailey got in touch with the | erner, and true to the type; still repre- 
district manager of the Inter-Southern | senting a southern company—he has re- 
at Paducah, Ky., who sent him to Ful- | versed the traditions of life insurance— 
ton, Ky. What Bailey knew about life | reversed the flow of money which for 
insurance when he started was “just ab- | half a century has followed a time-hon- 
solutely nothing at all whatsoever,” to 


; ored current from south to north and 
use his own vernacular; but also, he had | west to east, until today hundreds and 
no fear and doubt. 


thousands of alert policvholders in Ohio, 

‘He had and has the genius for making | Indiana, Illinois and Chicago are ship- 
friends, a passion for work, and an in- | ping $45.000 to $50,000 a month to the 
tense conviction of its necessity. He 


} southland and the home offices of the 
boned hard on his stuff and mastered it, 


man on a way freight. 

Six months later he was conductor of 
the train he started on. Made a record 
for efficiency on three railroads includ- 
ing the Big Four and the Illinois Cen- 
tral—and at the age of 25 defied finance 
and challenged the future by marrying 
the girl of his choice. 

Ten years ago he originated his pet 
idea of “figuring opportunities.” He had 
read some statistics, he says, on life in- 
surance, and it struck him that if there | 
was a man’s chance in this mundane | 
sphere it ought to be found in the life 
insurance profession. But this Bailey 
person is no idle dreamer. 

Accepting the dictum that a frog 


and entered the railroad field as a brake- | 
| 
| 
| 











Inter-Southern Life at Louisville. Say 





DEATH OF T. F. Bagp 


ORGANIZER OF GLOBE muty 


Chicago Company Executive Dieq 
denly this Week in Bathing Paviligg 
at Asbury Park, N. J. 


T. F. Barry, secretary and gen 
manager of the Globe Mutual Lig, 
Chicago, died suddenly at Asbury pj 
N. J., Monday. His death came 
denly while he was strolling near 
bathing pavilion. 

Mr. Barry made an enviable reg 
in the life insurance business, He 
ganized the Globe Mutual in 1895 
had been continuously in charge of; 
operations. His first insurance expe 
ence was with the Prudential in Long 
Eng. In 1882 he was engaged by ; 
Metropolitan Life, came to the Unis 
States and for eight years was in chap 
of the company’s business at Albay 
N. Y. He served the Metropolitay 
various cities and was finally transfer 
to Chicago where he severed his ¢ 
nection with the Metropolitan and & 
ganized the Globe Mutual. 

Mr. Barry was born in Limerig 
Ireland June 18, 1856. He is suryiy 
by one daughter, Mrs. Rose Bar 
Dietz. It has been tentatively announces 
that funeral service will be held in 
cago, July 4 with burial in Mount Cx 
mel Cemetery. 


what we like and think what we pleas 
we have to give it to this man who ca 
produce a million and a half of busine 
every 30 days with his little battalion 
25 “pinch hitters” and in a year’s tim 
revolutionize the “map of life insurance 

“But,” says F. W. Bailey, “I didnt 
I didn’t do it. I give the credit to thes 
fighting fellows of my force who are? 
credit to the life underwriting fraternity, 
who had the wit and the sense to appre 
ciate a well defined system and then g 
to it with the best they had in them 
A poor system well worked is better 
than no system at all and life insurance 
is based on system. The one thing for 
which I claim credit is our new instr 
ment—the ‘Guaranteed Income Bont’ 
which, while revolutionary to some de 
gree, is after all nothing but the crysta- 
ization of our 10-year systematically ée- 
veloping experience specializing in both 
living and death estates as compared 
with the ancient practice of ‘legal re 
serve’ under which men and women a 
paying for two things in their premium 
checks while obtaining one. 


Tells About the Purpose 
of the New Arrangement 

























“To me it seems unfair for a man to 
save money during his productive perio 
over and above the cost of carrying his 
own risk on a 3 or 3% interest savings 
account on a bona fide contract only t 
forfeit the principal at death, or, if ci 
cumstances compel him to withdraw his 
savings (commonly called the cash te 
serve) to then forfeit his death values 

“The ‘Guaranteed Income Bont 
meets and defeats this negative altern 
tive and cures this condition by divort 
ing the reserve element, commonly 
called the cash value, from the death 
values—separating them actually and 
during the period of accumulation—this 
enabling the holder of a ‘Guarantect 
Income Bond’ to enjoy both a living an 
a death estate simultaneously and wit! 
out one cent of added cost. That's the 
story in a nut-shell, for under the terms 
of the ‘Guaranteed Income Bond’ the 
holder forfeits at death no part or por 
tion of the accumulated reserve; which 
under our bond is computed on a 6 Per 
cent semi-annual interest table. And. 
reserving the option, the ‘Guaranteed 
Income Bond’ holder can enioy his &- 
cumulated reserve at any given per! 
without impairment of the natural deat 
values. 

“And yet this instrument is not cre 
ated for competitive purposes, not that 

(CONTINUED ON PAGE 7 
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CER GREAT MENACE 


—_———_ 


ys MILLIONS ARE DOOMED 











ent British Surgeon Declares 
in Food Habits Is Essential 
to Control of Disease 









ncer is the great human menace. 


ly and “Ca . 
futual is is increasing by leaps and bounds. If 
Asbury Pid «hing, it is increasing more rapidly in 














































United States than it is in the British 
. Of those now living in the British 
. 5,000,000 are doomed to die of 
Facer if they do nothing to prevent 
In the United States the doomed 
‘aber is 10,000,000 and might easily 
‘+ to 15,000,000 or 20,000,000.” 
This remarkable statement is made by 
. W. Arbuthnot Lane, one of the 
yi/’s most eminent surgeons and 
jitians, in an article in the “Dearborn 


ndependent. 


ath came » 
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tial in Long 
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Was in charg 

SS at Albay Not Caused by Baccillus 
€tropolitan . 
y transfer, According to Sir Arbuthnot, cancer is 

ered his cg, + caused by the baccillus that scien- 


its have so long sought and not yet 
wad, but rather by poisons created 
nthe body by the food that is eaten. It 


lite 
itan and ¢ 


in Limerig 


€ is suryipdilims a filth disease, and its prevention is 

ose Ban complished by keeping the digestive 
ly announcelmmmtrack thoroughly drained of its accumu- 
held in ations. 


Continuing, the doctor say: “What 
we should do then, if we would avoid 
— cancer, is to eat whole-wheat bread and 
aw fruits, and vegetables, shunning all 
meat, first that we may be better 
nourished, second that we may more 
asily eliminate waste products and 
thus adequately drain the house in which 
our cells live. Whoever foregoes white 
bread will perform a great service for 
himself. It is deadly.” 


Gives Preventive Instructions 


Mount Cx 


at we pleas 
nan who cag 
t of businesd 
battalion g 
year’s tim 
2 insurance 
vy, “I didn’ 
edit to these 
> who are g 
y fraternity 
- a It is a difficult task to change the food 


Se to appre. ' i b 
ind then go habits of a nation or to induce people to 
d in then fal ake sufficient exercise each day. Sir 
d is betterfam Arbuthnot says, however, that “whoever 


will correct his diet.to a reasonable ex- 
tent, take reasonable exercise and keep 
his digestive tract absolutely clean, need 


€ insurance 
e thing for 


new instre- a 
me Bond’ tave no fear of cancer.” 
> some de- 
wre ap LINE UP BIG RAILROAD GROUP 
ng in both 
compared fm Large Percentage of Employes of Louis- 
‘legal re- ville & Nashville Expected to 
vomen are 
> prema Accept Plan 
According to an article in a special 
edition of the employes’ magazine of 
the Louisville & Nashville Railroad, 
a man t out last week, 83 per cent of all com- 
ive period pay employes who have been can- 
Tying his vassed so far in regard to the group 
t saving MM yisurance plan, arranged between the 
t only to company and the Prudential, have ac- 
or, if cir- cepted the plan. Many employes are 
draw his scattered over the lines of the company, 
cash re- and located at remote paints, and it 
h values will require some time to see them all. 
Bond’ lt is stated that at least 75 per cent of 
alterna- illemployes are expected to accept the 
 divore- Mj plan. The report stated that 88 per- 
mmonlr cent of the employes of the South 
ie death Louisville shops and 90 percent of the 
Ily and employes of the St. Louis terminal had 
n—thus subscribed, 
ranteed 
4 with Gets Benefit of List 
at’s the F. M. Ferren, Bankers Life of Iowa, 
e terms salesman of the R. H. Martin agency at 
ad’ the Ottumwa, Iowa, demonstrated the value 
oF por- ot the company’s direct mail advertising 
which man impressive manner recently. In 
6 per- tach of three consecutive weeks, a list 
And. ot 25 names was furnished by Mr. Fer- 
anteed fen and circularized by the home of- 
iis ac hee. They netted nine applications 
period lor a total of $54,000 in new _ busi- 
death ness. Mr, Ferren expects to close at 





least nine more sales from the same list. 
Circularizing of 25 names weekly has 
put Mr. Ferren in a high place among 
all salesmen of the Bankers Life. 
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INSURES COLLEGE MEN 


FRATERNITY HAS INSURANCE 


G. C. Woods Arranges Plan for the 
Benefit of Sigma Alpha Epsilon 
Chapter at Sewanee, Tenn. 


Thirty-two members of the Sigma Al- 
pha Epsilon college fraternity chapter 
at the University of the South, Sewanee, 
Tenn., recently applied for a total of 
$32,000 of Bankers Life of lowa insur- 
ance, the beneficiary of each policy be- 
ing the same—the trustees of the chap- 
ter. The proceeds of the policies will 
be used as an endowment fund for the 
future building of a new home for the 
chapter and the establishment of a per- 
manent scholarship in the university. 


Has Written Many Students 


The applications were secured by G. 
C. Woods, agency manager for the 
Bankers Life at Nashville, Tenn. Mr. 
Woods attended the University of the 
South several years ago where he was 
a member of the fraternity chapter, the 
members of which he has just written. 
Mr. Woods has written more than $82,- 
000 in recent months on graduates and 
students of his alma mater. 


Telling Others About 


Insurance Is a Duty 
OHN H. RUSSELL, vice-president 


of the National Association of Life 
Underwriters and associate manager of 
the home office agency of the Pacific 
Mutual Life, recently broadcasted an 
address from the studio of the Los An- 
geles “Times” on “Your Neighbor's 
Life Insurance,” stressing the individ- 
ual’s responsibility to his fellow men. 
He said in substance: 

“When we ask ourselves, ‘Have I 
enough life insurance?’ as every right 
thinking husband and father does, the 
question should be, ‘Have I guaranteed 
my home, my business, my independ- 
ence in old age, the education of my 
children?’ Life insurance is not a com- 
modity but a service, with very wonder- 
ful magic in that service which often 
converts a single premium of but a few 
dollars into thousands at a time of 
greatest need. 


Sunshine for Future Delivery 


“Life insurance is sunshine for future 
delivery, perhaps upon a cloudy day. 
If you have caught the true significance 
and purpose of this magical service, 
should you not want to tell your neigh- 
bors and your friends? Is it not nat- 
ural to wish to do so? We are always 
quick to help our neighbor. If he is ill 
we sympathize with him and if we know 
of some way to help him we eagerly 
offer our services. The farmer or mer- 
chant is glad and anxious to tell his 
fellow farmer or merchant about any 
process or service by which his crop 
might be increased or merchandise bet- 
ter marketed. In fact, they form asso- 
ciations to facilitate the exchange of 
such ideas. It is true that we are our 
brother’s keepers. 

“You have observed 
work of life insurance; 
your neighbor? Has it brought you 
peace of mind? Tell him so. Has it 
taught you how to save money? Show 
him. 


the beneficent 
why not tell 


Are you getting more out of life 
for yourself and your wife because you 
know that your children are provided 
for? Explain that to him. 


Improvidence Is Dangerous 


“You hate disease. If you realize that 
improvidence is just as real and just as 
dangerous as disease and that the pov- 
erty which follows both is worse than 
either, are you justified in not telling 


NEW RULES GIVEN OUT 


ANNOUNCES ITS CLUB PLANS 
International Life of St. Louis Gives 


Basis for Membership for 1925 


The of St. 


Louis 
has announced the rules for its 1925-26 | 


International Life 
$125,000 Club. The plans provide for | 
an extra dividend at the end of the club 
year and also for a cumulative preferred | 
dividend payable to club members who 
attain a stipulated renewal percentage. 

The extra year-end dividend provides 
that each qualified member of the club 
who shall have written not less than 
$5,000 of business in each of as many 
as nine calendar months of the club 
year shall be entitled to receive a bonus | 
on the following basis: An amount | 
equal to $2 for each policyholder writ- | 
ten for a policy of as much as $2,500 | 
or more; an additional amount allowing | 
a total of $5 for each policyholder of | 
$5,000 or more secured during the | 
agent’s birthday month. The year end | 
dividend shall be limited to $100 to any 
club member. 

The cumulative preferred dividend | 
provides that as soon as convenient | 
after Aug. 15, 1926, a fund equal to $100 | 
in cash for each qualified club member 
plus $100 for each additional $125,000 
of business so written by each member 
in excess of the amount required to 
qualify him for club membership will 
be set aside. Then after June 30, 1927, 
the company gwill ascertain how much 
of each club member’s business by vol- 
ume has renewed and in proportion to 
the volume of his 1925-26 club business 
which has renewed each surviving qual- 
ified club member will share in the pre- 
ferred dividend fund. 


| 


magical service which is an antidote 
for improvidence? 

“We do not wish to presume to dic- 
tate to a friend what he should do or 
how he should conduct his affairs, but 
are we not as glad to tell of a service 
or of a benefit or of an opportunity as 
we are to hear of one? 

“We are our brother's keeper. By 
brother I mean the other fellow, be he 
neighbor, friend, relative or business as- 
sociate. We are interested in his life 
insurance, sometimes vitally when fam- 
ily ties rightfully place upon us contin- 
gent responsibilities. Does our sister’s 
or daughter’s husband have enough life 
insurance to guarantee the things for 
her that she should be certain of—a 
home and clothing, food, schooling and 
medical attention for the children in 
case anything should happen to him?” 


Made Assistant Counsel 


Normal L. Baker, prominent Milwau- 
kee attorney, has joined the legal depart- 
ment of the Northwestern Mutual Life 
as assistant counsel. Mr. Baker was 
graduated from the law school of the 
University of Wisconsin in 1905. For a 
time he practiced with his father, the 
late Myron A. Baker, a widely known 
attorney of Kenosha, Wis., later going 
to Milwaukee where he was assistant 
district attorney under ex-Governor 
Francis E. McGovern. For many years 
Mr. Baker has maintained a _ private 
practice with W. J. Zimmers in Milwau- 
kee. He was recently a candidate for 
circuit judge, and at present is president 
of the Milwaukee Bar Association, 


Inspect Home Office Buildings 


President John M. Sarver and First 
Vice-president U. S. Brandt of the Ohio 
State Life were in Boston and other 
cities in the east last week visiting home 
offices of life insurance companies seek- 
ing pointers for their new home in Co- 
lumbus. They also inspected office 
equipment. Rapid progress is being 
made on the Ohio State Life building. 
The company hopes to move into the 











your neighbor: about this wonderful 


building in the early winter. 


UNION LIFE ST 


and 1926 


ARTS 


| HEREFORD HEADS COMPANY 


| Chicago Company Will Write Term In- 


surance Only—Management Is in 
“Transfer” Business 


The Union Life Insurance Company, 
a new concern, has been licensed in IIli- 
nois and began business last week. Its 
home office is in Chicago. A. J. Here- 
ford is president, C. R. St. John is first 
vice-president and F. H. Pethybridge is 
treasurer. These officers, together with 
A. I. Mumford and J. M. Dellabou, are 
directors. The medical director is Dr. 
Joseph Sinberg. The general attorneys 
are Ekern & Meyers. 

The Union Life will write only term 
insurance. Although it is organized un- 
der the assessment law, its rates will be 
predicated on a 3% percent American 
experience table. 

A. J. Hereford, president of the com- 
pany, is the son of A. L. Hereford, pres- 
ident of the Springfield Life of Spring- 
field, Iil., a legal reserve company. The 
younger Mr. Hereford is also general 


agent in Chicago for the Springfield 
Life. 
Mr. Hereford and his associates are 


particularly active in the business of 
changing over assessment companies to 
a legal reserve basis. They have an or- 
ganization extending throughout the 
country. 





TELLS CONDITIONS ABROAD 


Manager of Citizenship Service of Met- 
ropolitan Life Contrasts Outlook 
in Europe and U. S&S. 


An impression of Europe and the les- 
son that may be drawn for America was 
the subject of an address by Michael 
Kley, manager of the immigrant service 
and citizenship bureau of the Metropoli- 
tan Life, before the Lions Club of Den- 
ver at its weekly luncheon last week. 
Mr. Kley has been attending the na- 
tional conference on social work. He 
spent four months in Europe last year 
studying the immigrant and economic 
situation abroad for Secretary of Labor 
Davis. Following the World War he 
traveled through central and southern 
Europe and was present at the signing 
of the peace treaty at Versailles. Mr. 
Kley emphasized the outstanding politi- 
cal and economic position of each coun- 
try today. 

“Certain countries of Europe seem to 
act under the maxim: ‘Hate thy neigh- 
bor as thou wouldst love thyself,’” said 


Mr. Kley. 


Selling Huebner’s Address 

The Chicago Life Underwriters Asso- 
ciation has gotten out in printed form 
the recent address of Dr. S. S. Huebner 
of the University of Pennsylvania which 
he gave before the Chicago body. This 
address was one of the best given be- 
fore the life underwriters association. 
The Chicago association is selling the 
booklet in quantities for distribution to 


agents. The first edition is almost ex- 
hausted. A _ second will probably be 
printed. President W. W. Williamson 
of the Chicago association says: “This 


is decidedly the best address we have 
had this year. A copy of it should be 
in every salesman’s hands. It cannot 
be read too often.” Mr. Williamson is 
looking after the sales, his address being 
11 South La Salle street, Chicago. 


Named Assistant Secretary 


At the June meeting of the board of 
directors of the Pacific Mutual Life, 
Mrs. Bertha A. Grant was appointed as- 
sistant secretary of the company. She 
has been secretary to President George 
I. Cochran since before he was elected 


| to this office. 
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INCOME PLAN IS NOT 
ONLY FOR BIG BUYER 


Agent Often Has Mistaken Idea in 
Regard to Who Are Real 
Prospects 


SMALL BUYER NEEDS IT 


Lump Sum Looms Larger in His Mind 
and Tendency for Bad Invest- 
ments Is Greater 


Income insurance is not limited to the 
man of large means who can afford a 
volume of insurance that will provide an 
income of $200 or $300 a month to the 
beneficiary through life. Too often the 
agent has the idea that income insur- 
ance is not worth while unless the man 
can afford to buy a large amount, but 
this is a very mistaken view. As a mat- 
ter of fact, the man with the small vol- 





ume of insurance frequently is in more 
need of the income mode of settlement 
than the well-to-do policyholder, Inas- 
much as he can leave but a small 
amount, there is a greater tendency on 
the part of his beneficiary to try to 
increase that sum through profitable in- 
vestment, an attempt which in most 
cases results disastrously and leaves the 
wife with nothing at all. When she has 
but a small amount at best, the lure of 
quick and big returns is especially ir- 
resistible, and the danger is most in- 
sidious because of the fact that in a few 
instances sound investments have yielded 
abnormally high returns. The promoter 
of unsafe stocks can always cite any 
number of cases in which fortunes were 
made through investments, and the 
temptation to take the chance, when it 
is presented in such glowing terms of 
great profits and small risk, is too 
strong for the average man or woman. 


Agent Benefits Himself 


In addition to safeguarding the insur- 
ance for his prospect’s beneficiary, the 
agent who hammers on the idea of in- 
come insurance is benefiting himself. 
When the prospect thinks in terms 
lump sum, his $5,000 of insurance may 
seem to him magnificent generosity to 
his wife and children. Perhaps he has 
never possessed so much money as $5,- 
000 at a time, and the amount looks to 





Staff. 





Is It You? 


A comparatively young man has made a success 
as Agency Manager or General Agent in the train- 
ing of men—he is happy—and yet feels that his 
future lies in the broader field of Company organ- 
ization as Agency Supervisor on the Home Office 


The work requires travel all over the country— 
extensive trips for a considerable period of time— 
and has to do with the selection and training of 
Agency Managers and General Agents. 

It is an opportunity to play a part in the up- 
building of one of the oldest Companies in America, 
whose Home Office is in the Middle West, ideally 
located from a geographical standpoint, and the 
man appointed to take up this important task will 
be paid not only a moderate salary and travelling 
expenses at the start, but will have every oppor- 
tunity to place himself in position to enjoy greater 
compensation as the results make possible. 

Reply in confidence, stating age, family responsi- 
bilities, previous experience in detail, and personal 
interview will be arranged. Address O-63, care 
The National Underwriter. 








him like a fortune. He thinks that if 
he can leave that much at his death he 
has made adequate provision for his 
family and that they will be eternally 
grateful to him. But let the agent talk 
to him in terms of income rather than 
of lump sums, and his beautiful ideas 
of his own magnanimity will soon be- 
gin to fade. 


Increases Size of Policies 


To the man who is earning perhaps 
$3,000 a year, the sum of $5,000 is im- 
mense. He thinks of that in terms of 
his own income. Back in -his mind 
somewhere is lodged the idea that that 
amount represents nearly two years of 
his work, and that if he leaves that 
much to his family he is doing a great 
deal for them. But his ideas begin to 
change when it is pointed out that $5,- 
000 invested at the very good rate of 6 
percent will yield only $300 a year or 
$25 a month, which is rather small to 
support his family after they have been 
accustomed to his salary of $250 a 
month, After these figures have had 
a little time to make their impression, 
his ideas will begin to grow, for he 
will be thinking of the monthly income 
his family will receive instead of the 
total amount or instead of the premium 
he will have to pay. Frequently the 
prospect himself will suggest higher 
limits after his mind has been focused 
on the subject of income. 


Foundation of Program 


As a matter of fact monthly income 
insurance should be the foundation of 
every insurance program. Obviously the 
young man who is just starting in life, 
who has a small salary while he is try- 
ing to find himself, can not provide the 
income for his family in case of his 
death that he would like to provide, but 
it is worth the agent’s while to talk in- 
come insurance to him and convince 
him of its value. He should see to it 
that even the settlement of the smaller 
policy the man can afford to take at 
first is arranged to be paid in instal- 
ments, even though those instalments 
may not last throughout life. 

In fact they may be sufficient to cover 
only two or three years, but even that 
will be a great help. The widow will 
know that she is taken care of for a 
few years, and that she can afford to 
spend that time preparing herself for 
the future. She will be in a position 
to take a course in a business college or 
in some other way to get ready to sup- 
port herself and to find a position to her 
liking. She will have no financial wor- 
ries during that time because she will 
not be bothered with handling the whole 
amount of the insurance at one time, 
nor worrying about investments. She 
will appreciate this especially because at 
that time, just after the death of her 
husband, she is not in condition to be 
worried with financial matters or to 
hunt some sort of a job to provide the 
necessary income at once. It will mean 
a great deal to her to have her future 
assured even for a few years. 


“Cleanup” Policy Needed 


Of course it is not wise to place all of 
the insurance on this basis, because 
there should be enough payable im- 
mediately upon the death of the hus- 
band to take care of the last expenses, 
to cover doctor’s bills, funeral expenses 
and other incidentals to his death. But 
he should provide what income he can 





for his wife for as long a time as pos- 





—— 
sible, to help her to readjust heres 
her altered circumstances and _ 
a pleasant occupation to Support : 
self after that. a 
But while he is emphasizing hj. ; 
ture, the agent must remember 
this is but a temporary arrangemen; } 
will be to his advantage at the. 
time to sell the prospect completely. 
the idea of income insurance. empha 
ing the fact that the present array 
ment for an income for two or i 
years is strictly temporary, and th 
the ultimate goal is an adequate ines 
for the widow throughout her lie 
that it will be unnecessary for her 
go to work. This will mean future hye 
ness for the agent who does the 7 
thoroughly and renders a real Service 


Stick to Individual Needs 


Care must be taken to avoid gene 

ization in talking income insurance. J 

agent should stick to the facts of te 
case, trying to fit the policy to this Dar. 
ticular prospect’s means and needs and 
at the same time working out a phy 
that will permit the development of the 
income plan as his salary increases ani 
he can afford to make more ample Do 
vision. The income settlement must be 
written carefully and not superficially 
It must fulfill the desires of the policy. 
holder, and when it is sold in this map. 
ner it will usually be kept in force, |, 
fact the income policy is far more 
likely to be maintained throughout all 
financial difficulties with considerably 
more tenacity than the ordinary policy 
which is not written to fill such a dis. 
tinct need. F 


Successful Agent Gets 
An Early Examination 


: H. CUMMINGS of Clarksburg, 
* W. Va., who was recently ap. 
pointed supervisor of the Equitable 
Life of New York, started with the 
company under contract with the Wheel- 
ing general agency in October. During 
the last six months he has had 216 com- 
pleted applications. Manager Sweeney 
of the Equitable recently received a let- 
ter from Mr. Cummings in which he 
gives some good suggestions as follows: 
“As to getting examinations I have 
found that the longer your prospect 
waits to see the doctor, the more indiffer- 
ent he becomes about taking the insur- 
ance. I have, at times, put in a whole 
day getting just one man examined, but 
I think this more profitable than to write 
six applications and to leave the exani- 
nations for an indefinite date. After 
getting an application signed I usually 
say: 
“Now, Mr. Jones, I want you to go 
with me to Dr. Steele’s office right now. 
One of our strong points is service and 
if I did not have Dr. Steele look you 
over right now, I would not be giving 
you proper service, as you might meet 
with an accident in the next two hours. 
Put your hat on and I will have a cat 
at the front door by the time you are 
ready.’ If he expresses unwillingness, | 
say: ‘If it is more convenient I wil 
bring Dr. Steele to call here at your 
office. I will go and bring him at once. 
I then explain the situation to Dr. Steele, 
who is ready and willing to cooperate, 
and so everybody is happy.” 


TEXAS MISSOURI ILLINOIS OHIO WEST VIRGINIA KENTUCKY WASHINGTON, D. C. MARYLAND NEW JERSEY 


Mr. Agent: 


Have you ever had a colored risk to place? And wondered where you could broker 


it? 


Put the Victory Life on your file and use it for that purpose, 


We are adequately 








equipped to take care of such business. 


VICTORY LIFE INSURANCE COMPANY 


HOME OFFICE: OVERTON BUILDING 3621 South State Street, Chicago 
I. J. JOSEPH, V. Pres. & Gen’l Mgr. 








ANTHONY OVERTON, President 
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Shield Company Facts and Figures 


i ith assets 
i ife and Accident Insurance Company with ' 
f atin te ayy ranks among America’s fifty largest Life In 
Oo ? ’ 
surance Companies. 





During the past twenty-five years The National has - to — 
holders and beneficiaries in sick, accident and death claims a tota 


$40,141,939.18. 





i i d beneficiaries over 
i 24 there was paid to disabled ones ant 
fi milion rea Figured down to each working day of ee pw 
$200 was distributed every time the minute hand circled the 
the dial of your clock. 





Money Making Contracts For Good Agents, 
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Home Office 


National Building Nashville, Tennessee 
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PUBLIC LIFE 
INSURANCE 
COMPANY 


An Illinois Company 
Capital $500,000 


Brokers’ Business Solicited 
Any amount up to $100,000.00 


No Color Line. Same Rates for All 
Male and Female 


Standard and Substandard Business Accepted 
Service You Can Depend Upon 


Agency Office—108 S. La Salle St. 
Chicago, Iil. 














GET WITH A 


LIVE COMPANY 


That’s ive, full of pep and does things 
for its Agents and Policyholders like the great 


BANKERS LIFE COMPANY OF IOWA 


The most popular company in the field today—with the fastest 
selling policies ever offered—and backed by an Agency force 
that’s breaking all records. 

FOR FULL TIME MEN WE OFFER— 


Rate Book illustrations that help you sell and sell big. 
a ‘disability for professional men and executives that is written by no other 
8—Regular Disability and Double Indemnity. 
Preferred Rick Rating and Class A,B and C Ratings 
e~Seree Se ee Ss oo ae ey Seay saree Oi. 
11—Monthly plan for employees ve or more. 
ib—Sther Uaips oudh an no other Agumay ‘ers you and backed by a live General Agency 


13—If you want to sell the best and most popular Estate Contracts in the Field—Jain 
the Chicago “I WILL” Agency. 


BROKERS—ATTENTION 
Bring Us Your Big Business 


We will consider writing in a single policy $1,000 to $1,000,000 on a Preferred Risk—and 
arrange for all the reimsurance we need. Saving you time and trouble. 


De FOREST BOWMAN 
GENERAL AGENT 


BANKERS LIFE COMPANY OF IOWA 


80 E. Jackson Blvd. Suite 637-649 
Phone Harrison 8054 


HAS NOT ONE SOU LEFT 
DOLLINGS HOPELESS FAILURE 


Promoter and High Pressure Stock 
Salesman Figured Notably in Num- 
ber of Organization Deals 


R. L. Dollings of Cincinnati and Ham- 
ilton, O., who has figured as one of the 
great promoters and stock sellers of 
the country, is hopelessly a bankrupt. 
According to a bankruptcy report filed 
recently in the United States district 
court, even the usual attorney fees are 
not forthcoming and his attorney had to 
advance $25 court costs, which was not 
repaid. 

Sky Pilot Schemes 

Dollings has figured notably in the 
great amount of “sky-piloting” in unsafe 
stocks which has gone on throughout 
the middle west. He organized the R. 
L. Dollings Company which foisted 
many millions of securities on the pub- 
lic through high pressure salesmen. The 
plan was to finance concerns, which 
were usually losing money, and charge 
the concern a heavy commission and a 
portion of its common stock for market- 
ing its securities. 


Assets Were Worthless 


Attorney Connolly said that when 
Colonel Dollings filed a voluntary peti- 
tion in bankruptcy in July, 1923, he 
listed his assets at $1,098,904 and his 
liabilities at $338,159. However, says 
Mr. Connolly, the assets included stocks 
and bonds of commercial enterprises 
which were either in the hands of re- 
ceivers or insolvent. The assets, he 
says, were worthless. 

These securities were mostly those 
which he received for promoting the 
companies. 

The Cleveland Discount Company, 
which has been much in the public eye 
of late and which sold the public some 
30 millions of securities, is in a way a 
Dollings offshoot since Josiah Kirby, its 
president and organizer, was Dollings’ 
star salesman before he went into the 
business on his own account. 

At one time Dollings proposed to 
consolidate all the younger Ohio life 
insurance companies but his plans were 
frustrated. He organized the Ohio Na- 
tional Life, which was really his first 
promoting venture, on which he was re- 
ported to have cleared $75,000. Need- 
less to say, the company long ‘since re- 
covered from the. effects of his high 
financing methods. 


Many Suffered Losses 


The losses to the public through the 
Dollings promotions and those which 
copied his methods have had consider- 
able influence in inducing the purchase 
of life insurance in preference to securi- 
ties which are not thoroughly seasoned 
and safe. 

Dollings, whether correctly or not, is 
reputed to have been the original of the 
character, “Get Rich Quick” Walling- 
ford, featured in some of the most suc- 
cessful novels of the late writer, George 
Randolph Chester, the name “Walling- 
ford,” it is said, being a play on “Doll- 
ings.” 

Chester and Dollings were at one 
time associated together in a magazine 
of which Chester was the editor and 
Dollings the manager. 


Hold Prudential for Agent’s Accident 


The court of appeals of California has 
affirmed a judgment for $10,000 rendered 
in Alameda county in favor of W. P. Dil- 
lon and against the Prudential and G. H. 
McDonald, agent of the company, for 
personal injuries alleged to have been 
received in an auto collision. The court 
held that McDonald, who was employed 
by the insurance company to “cover” a 
large territory, was working while driv- 
ing his automobile through Oakland to 
attend a meeting of agents at the com- 
pany’s office. The principal was there- 
fore responsible for the acts of its agent, 


COMPARES INSURANC; 
AND TRUST COMPAN 


(CONTINUED FROM PAGE 1) 


tates of dead men, proves that ther 
changing needs. It proves that = 7 
has vision to take into account the wn 
tire cruise of this family vessels 
nesses, business exploitations, home ~ 
chases, and all those things which 
do not anticipate but which do oc be 
They cannot be covered by straight 
comes. They can be covered only b 
that form of trust carrying with it co, 
plete discretionary powers. Where 
cretionary powers are necessary, aj 
most certainly they are in the Condue 
of human affairs, then we must ge 
out and the trust company must x 
in. There are other advantages, oy 
over the other, and not to the discredi 
of either. Under trust company gy 
rangement, uniformity in endorsemeg 
and in provisions may be guara 
There is now no uniformity Possible jg 
an attempted trust where more than om 
company’s policies are involved, 


Trust Company’s Especial Fie 


“We can not recommend one brand 
of trust company service and be ung 
thusiastic about the balance of they 
service. Surely you recommend to 
man that he make a will. Surely yy 
never discuss an estate analysis withog 
recommendation of institutional rathe 
than personal administration. If youd 
that regularly, then you can take every 
client right to the threshold of prote. 
tion in his own community, to his trast 
company, best equipped for the giving 
of that service. If you do that, andi 
insurance is made secondary, is neve 
mentioned, then the analysis of the e 
tate, the drawing of the will. the natural 
and attendant discussion of the respon- 
sibilities brought to the surface thereby 
can but bring the forceful recommenda 
tion from the trust company that the es- 
tate be made wholesome through insur- 
ance. 

Two Objections Considered 


“There can be but two objections, 
after we eliminate any competitive sug- 
gestion, and the study of the projec 
tions eliminates that entirely. They are 
that the trust company might misappro- 
priate confidence and use the informa- 
tion to the advancement of favored indi- 
viduals or that a continued process oi 
trust company distribution would ult- 
mately reduce or remove our contact 
from the distribution of these benefits. 

In answer to the one, I would say that 
the trust companies as a whole have 
proved positively that their recommen- 
dations have been and will be confined 
exclusively to the institution of insur 
ance and no particular company inter- 
pretation thereof. In answer to the sec- 
ond, I would say that when the flow oi 
this maturing insurance starts back into 
the communities that are creating it and 
we have exercised our every influence 
to control that 90 percent flow now reck- 
lessly distributed, we will have group 
contact rather than that contact which 
can come only from our own individual 
business. Speaking selfishly, it seems 
that our contact would be materially i- 
creased and not reduced. 


Spare Tire of Service 


“To the underwriters I would say, 
study this problem. It is your oppor- 
tunity. Study the individual needs o 
your client. Where his needs branch 
into a field calling for a character of ¢- 
asticity and flexibility, denied in ou 
business but readily possible in the trust 
company business, bring him in contact 
with the trust company of your choie. 
Cooperate with them in seeing that 4 
will is made. Furnish the monty 
through insurance to cover the nee 
which the trust company will develop. 
Every man’s family is a great ‘one mat 
business that must be liquidated. L¢t 
us join with these great trust institu 
tions and put in a spare tire on that 























she court found. 


business, the spare tire of service. It 
will pay you.” 
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Makes N otable Record 














‘K M. SEE, now general agent 
~? Massachusetts Mutual Life 
; Nashville, Tenn., who goes to St. 
is Oct. 1 to become manager of the 
‘sion Central Life in that city, has 
tablished himself as one of the nota- 
Je life insurance men in his state, both 
< a personal producer and as an agency 
beganizer, although he has been in ac- 
e work as a life insurance man only 
“ the close of the World War. 

"r See got into the life insurance 
me almost by accident, having for- 
rely been a prominent lawyer at 
arleston, Mo. He was treasurer of 
issigsippi county, Mo., at the outbreak 


















FRANK M. SEE 


of the war and had also served as pub- 
lic administrator of the county and for 
two terms as city attorney of Charles- 
ton. He resigned his office to enter the 
service and took his wife to Nashville, 
where she had planned to stay with 
relatives while he was in the army. 

While waiting for his call to active 
service, he tried his hand at selling life 
insurance and was so successful that 
J. H. Smith, general agent for the Mas- 
sachusetts Mutual at Nashville, offered 
him a partnership there on his return 
from the service. He immediately made 
good ina notable way. His most nota- 
ble record along the line of personal 
production was the selling of 318 poli- 
cies over a 30-day period last October, 
breaking all records up to that time. 
He also had the distinction of being the 
first general agent to set a world’s rec- 
ord for monthly production. 

Mr. See has served as president of 
the Nashville Association of Life Un- 
derwriters and also as head of the Ten- 
nessee state association. He has con- 
ducted classes in life insurance sales- 
manship at Vanderbilt university and 
has also assisted Griffin M. Lovelace in 
several of the schools conducted by the 
faculty of New York University. He 
2 been active in civic affairs at Nash- 
ville, 


HOW FRED BAILEY GOT START 
(CONTINUED FROM PAGE 2) 

but primarily and essentially as a supe- 
rior and deserved service honestly ren- 
dered to men and women who can think 
lor themselves and figure for them- 
selves. 

_ ‘In short a stripping away of the 
mysteries’ of life insurance and a writ- 
ing of the contract in plain English that 
he who runs may read—and understand 
—and founded on the abiding principles 
ot the Golden Rule. 

_. This,” declared he, “is the insurance 
Side of the Bailey System—and we are 
lor it to the uttermost because it’s 
right.” Then came the fist on the table, 
a flash of the grey eyes—backed with a 
smile. And that’s Bailey. 














EVOLUTION 


VERSUS 


FUNDAMENTALISM 


Many real producers have evolved from the crude begin- 
ning of a slap on the back and a cheery “go get em”, They had 


the inborn courage to fight it through. 


But we are fundamentalists businesswise. 


We believe an agent has a chance to climb higher, to earn 
more and serve better if he has the fundamental foundation of 


proper training and constant support. 


The Lincoln National Life Insurance Company gives its 
men a thorough training course and the help of experienced 
producers. It backs up this profitable aid by Home Office serv- 
ice which delivers the goods promptly and effectively. 


This earnest co-operation offers a fundamental reason 


why it pays to 
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The 


Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character’’ 
Lincoln Life Building 


More Than $365,000,000 in Force 


Fort Wayne, Ind. 
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SOME RECENT COURT CASES THAT 


Vea The MEDIC AL LIFE INVOLVE LIFE INSURANcp 


Acceptance of note by company held | from the insured, even though the ye: 
: an ~ to constitute payment of premium.—In | had lapsed, or against his estat pe 
Who considers every living person insurable upon Ritter vs. American Life, supreme court | his death, * * *” ta 
some basis has just eee South — ween ; sneaks eee — = Not Part of Contract 
_ has come Vary ecw yee Pe a re - that it should become nonforfeitable In reply to the insurance comp, 
offering some very attractive “Agency Contracts. after premiums had been paid for three | Contention that the provision of the, 
: i full years, and that after such time, on | Quoted heretofore released it from 
Address inquiries to: default of any renewal premium the | bility the court said: _ 

F. H. Wight, State Agent, policy would be continued as paid up in- But this provision is not Containe 

417 Citizens National Bank Bldg., surance for the principal sum for a cer- the policy nor in the application, ang 

Decatur, Illinois. tain period of time computed on the | !aw provides that the policy shajj 
company’s table. stitute the entire contract, and the pg 
W. R. Leisure, State Agent, The insured paid the first two annual | itself provides that the policy ang 
P. O. Box, premiums. When the third annual pre- | 2pplication (attached to policy) cog 
Sioux Falls, South Dakota. mium became due, July 31, 1919, the in- | the entire contract between: the paris 
sured in lieu of payment gave the com- | Section 9340, Rev. Code 1919, * + 
pany a promissory note due on or before | From this it follows that the third ye 
Oct. 1, 1919. This note contained among | Premium was paid by the acceptance dille 
other things the following provisions: the note, and that the policy was in jgqumme Ma alse 

“I (the insured) agree that with or | at the time of the death of the insur run 

without notice and demand from the es * & 


company, and without notice of for-| Evidence of Disability of Insured} NA 
feiture, the non-payment of this note at | to Justify Recovery Under Life Poi, -" 

maturity shall release the company from | Which Provided for Certain Payms The U 
all liability under this policy.” Where Insured Became Wholly )j yalty 


INSURANCE COMPANY OF AMERICA Died Before Note Was Paid abled.—In ope gh New York Ligmmty Policy 
WATERLOO IOWA : supreme court of Minnesota, 203 N, Wigmbemi-annt 

The note was never paid, and on | 909, the insurer issued a life policy whidgamcoverage 
I. G. LONDERGAN March 31, 1921, the insured died. The provided for certain payments in aailitca! wit! 
Vieo Fran, & Gaurd Mtge, beneficiary brought action to recover | event of the insured becoming pemliPolicy,”. 
° y \ 

under the policy. The company denied nently. disabled. pany Pr 
liability on the ground that upon the fail- Thereafter the insured suffered an inMmMior life, | 
= 4 the + ag 0 oe Se yom — jury to his spine, and made applicatiogmmexceedini 
INCORPORATED 187! ue the policy lapsed on that date. © | for the benefits provided in the policsfmdouble b 

LIFE INSURANCE COMPANY OF VIRGINIA =— vo py agg me ac-!JIn this application the insured Bam: pital in 
RICHMOND, VIRGINIA ceptance of the note was in leu Of an | to be wholly disabled by bodily injury clauses. 

Issues the a hh Ee yl Policies annual premium which constituted the | so that he would be permanently predii jor tota 

with premiums payable annually, semi-annually or quarterly third annual premium and hence the | vented from engaging in any occupatiogill monthly 

INDUSTRIAL Policies from $12.50 to $1,000.00 policy was nonforfeitable for its princi- | for profit. ix mon 

CONDITION ON DECEMBER 31. 1924 pay a di on long after the date the in-| The company took the position thi ability, 

sured died. — . the evidence of insured’s injury not exc 

Lda bee setts Saat 133. In reviewing the record and holding | wholly subjective, and that no perm premiut 
4 cee 273,540,675. that the acceptance of the note consti- | nent disability may rest_upon testimony subsequ 























insurance 
Payments to Policyholders + tuted payment of the premium for the | of thi rr : | 
Paymen Policyholders since $35,784, ‘ J : . the | of this character alone. In reviewing the | su 
_— _— ident. third year which entitled the plaintiff | record and holding that there see ml 
to. ” ead under the policy, the court | cient evidence to warrant a recovery by 
said: i id: 
whet the Court ete the insured the court said: 
“The note is for the exact amount of ree Sms08 Sor Ansused 
the annual premium. To compensate de- “The evidence in the case at bar is 


fendant for its forbearance in extending | not wholly of a subjective character. 
the time for payment the note bears in- | Some of the doctors found ankylosis of 
terest from date to maturity at 5 per-| the vertebrae next above the sacrum 


cent per annum, and 8 percent after | One shoulder was considerably lowe 
. . . . i ” co ag _ i. stipulation for attor- | than ey oy baggy ogy + Pw 
rT; e llin L ney’s fees if it became necessary to sue | vature of the spine. In his wa 
The Best City In | ols In which to Ive on the note. The policy was not can-| is a peculiar dragging of one foot. He 
celled at the maturity of the note. was given a thorough physical examin- 
“It is conceded that the giving of the | tion jointly by the physicians who testi- 
note extended the insurance beyond the | fied, and, while they differ as to whether 
expiration of the second tm ~y a omens —* exists, and which 
i inois State Realtors is no contingency named in the policy | will presumably be permanent, none 
At the 1923 convention of the Iiinois A hich by which it was to lapse until the end of | venture the opinion that he is shamming, 
Joliet was voted the best city in the state in which to another year. The extension of the in-| or that he is now capable or ever wil 
live. The convention was held in another city. surance beyond the time for paying the | be capable of sustained hard work. . .. 
premium was a sufficient consideration | We think the evidence such as to justily 
; ¥ 7 for the note, and defendant could have |a finding of disability entitling plaintif 
Joliet is one hour from Chicago with frequent express enforced payment of the same in full ' to recover under the policy.” 


service. $20,000,000 in wages are paid to the 65,000 peo- 
ple living in the county—40,000 of them within the city CHANGES IN DISABILITY POLICIES 


limits. They have $8,350,000 deposited in Joliet banks. 
Brief Restow of Saws i. Policies, —— — Rates, Which Are = 
A healthy, prosperous, growing industrial city, which in Full in ¢ M enthiy = wag ee y SS 2 ie Geemane” Publis 


offers a fine life insurance opportunity. 



































4 i PILOT LIFE amount to be paid for certain specified 
A Register Life General Agency Contract, a contract Tac Paine Edt tee eomecnnd that |aueldonts, to Onn boll ieguier tee 
under which a good man can finance himself without it will no longer issue its non-cancella- | ties. The rate for $5,000 principal = 
hardship and without mortgaging his future, is open. ble disability policy for accident only. oy tg weekly indemnity in class 4! 
Wri : fid The insuring clause of this policy has | 'S $38. 

rite, in confidence to also been changed to eliminate the 
words “external, violent and.” MONARCH ACCIDENT 

* 


The Monarch Accident is the latest 
of the companies to announce a waiting 


The “Province Accident Policy,” is a| period policy. The Monarch has revised 

REGISTER LIFE INSURANCE COMPANY new form issued by the Boston Casualty. | its “Crescent” form by providing hospi- 
It pays weekly indemnity for total disa- tal indemnity and nurse’s fee, equal to 

bility for not exceeding 100 weeks and| 100 percent of the weekly indemnity 
Incorporated 1889 one half weekly indemnity for partial for not exceeding 10 weeks and has an- 
disability for not exceeding 26 weeks.| nounced an excepted period agreement 
DAVENPORT, IOWA The hospital indemnity is one-half of | which may be used with this policy for 
the weekly indemnity for not exceeding | excluding from coverage the first seve? 
six consecutive weeks. The policy in-/| 14, 28, or 56 days. The excepted period 
cludes principal sum, double benefits| agreement used by the Monarch for 
and surgeon’s fees clauses and limits the | this policy applies to any period of dis 


x * * 


BOSTON CASUALTY 
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. m either accidental injury or 
ol Aor ne exclusion period applies 
pital indemnity and nurse's fees 
= the agreement cancels the sur- 
+ fees benefit. The rates on the 
tw follow: 

. Sum; $50 Weekly 
00 Pree Annual Premium 














OURh the pop 














AGBS 21-49 
1s State f x. 
: Sel. Pref. Pref. Ord. Med. 
$ $ $ $ $ 
tract policy.--100 110.00 120.00 140 165 
an Hopxcl.. 82 90.50 99.00 116 137 
NCC Compania STS Bxcl.. 73 80.75 88.50 104 123 
SION Of the tas pxcl.. 64 71.00 78.00 92 109 
€d it from gays Excl.. 55 61.25 67.50 80 95 
AGES 50-54 
ot Contain x. 
1Cation and Sel. Pret. Pret. Ore. Med. 
? $ 
PACY shall 120 130.00 140.00 160 185 





jolicy . .- 
, Excl.. 


98 106.50 115.00 132 153 


102.50 118 137 

























Policy a Excl 
: 90.00 104 121 
Policy) ¢q 7.50 90 105 
en: the p h non-cancellable clauses 
1919, s10 for regular policy; $8 for 7 days 
the thi jysion period; $ days exclu- 
rd yey m period; $6 for 28 days exclusion 
* 2CCeptance and $5 for 56 days exclusion 
CY Was in fo 


fold also on semi-annual and quarterly 


jum plans at same proportionate 


- x * * 
£§ NATIONAL LIFE & CASUALTY 


The United States National Life & 
walty is issuing the “Climax Disabil- 
Policy” to be sold on the quarterly, 
‘mi-annual or annual premium plan. 
overage Of this policy is almost iden- 
ical with that of the “Ideal Disability 
Policy,” form CP-2 issued by the com- 
any providing total disability benefit 


7: 
W York Lit 
fa, 203 N. \ 
Policy Whe 
nents in 
ming Derm: 


iffered an igMMMior life, partial disability benefit for not 
© applicatiogliexceeding six months, principal sum, 
1 the policy double benefits, surgeon’s fees and hos- 
red claim@MMpital indemnity under the accident 
Odily injurflll causes. House confinement is required 
anently pred ior total illness disability which pays 


y OCCupatioga monthly indemnity for not exceeding 
sx months. For non-confining total dis- 
ability, monthly indemnity is paid for 
not exceeding four weeks. The first 
premium on this policy is $10 more than 
subsequent premiums. For $500 prin- 
cipal sum and $50 weekly indemnity the 
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LIBERAL POLICY ON 
LOANS SAVES FARMER 


———__—- 


Agriculture in Nebraska Owes 
Much to Forbearance of 
the Life Companies 


FEW FORECLOSURES MADE 


a ee 


Borrowers Carried on Interest for as 
Much as Five Years to Let Them 
Get Back on Their Feet 


LINCOLN, NEB., June 30.—There is 
a philanthropic side to life insurance 
company activities developed in the last 
few years that has been little noted. 
Millions of dollars have been loaned by 
life companies in years past upon first 
mortgages on Nebraska farms, and when 
the deflation struck the state in 1920 it 
left hundreds of farmers without any 
money with which to keep up their inter- 
est payments. Where there might have 
been thousands of foreclosures there 


have been but a few hundred initiated by 
insurance companies carrying these 
loans. 

Elmer B. Stephenson, president of the 
Security Mutual of Lincoln and for years 
loan agent for the Northwestern Mutual 
of Milwaukee, says that the policy gen- 
erally adopted and followed by the in- 
surance companies, of forbearance in as- 
serting their legal rights, has saved their 
property to literally thousands of 
Nebraska farmers. The extent of this 








annual premium, in the select and pre- 
ferred classes is $13.20, ages 18-50. 


forbearance may be judged from the fact 
that no attempt was made to force col- 
lection of delinquent interest for as many 
as five years. 


Give Farmer Chance to Come Back 


This policy was followed in every case 
where there was a chance for the owner 
to work out from under and where he 
and his family showed a willingness to 
make the necessary sacrifices in order 
to get back on their feet. With the bet- 
ter prices and better times of the last 
two years, the great majority of these 
farmers have paid up all of their back 
interest and have fully restored their 
credit. 

In recent months, however, the num- 
ber of foreclosures has been increasing. 
In almost every case these represent 
farmers who have not played fair with 
the companies holding their mortgages 
or who were so deeply in debt that they 
have found it impossible to make up de- 
linquent interest payments. The country 
lawyers, aided by sympathetic courts, 
have been able to delay the final transfer 
of the land by various devices. 


Quit Loaning in Some Sections 


In a number of instances the owners 
would take a nine months’ stay, and at 
the end of that time appeal to the su- 
preme court, where a congested docket 
means that a decision will not be reached 
for two more years. In May upwards of 
50 such appeals were filed with the su- 
preme court. Meanwhile the title owner 
gathers in all the profits-of his business. 
This attitude of debtors has resulted in 
loan companies quitting certain sections, 
as they will not make new loans where 
obstacles to the prompt collection of 
just obligations are interposed for the 
express purpose of delay and to defeat 
the companies from any return during 
the years when they wait to get the 
land. This will result in higher rates in 
the future for these sections, a penalty 
for such conduct. 

While in a measure good business 
judgment dictated the policy of forbear- 








ance towards debtors who showed a de- 
sire to work themselves out from under 
their loan of obligations, the fact re- 
mains that it has resulted in saving agri- 
culture in the state and keeping the farms 
in the possession and use of men best 
capable of retaining them as units of 
production. A wholesale taking over of 
these lands by the mortgage holders 
would have been a staggering blow to 
the industry, and as it would have been 
necessary to find buyers of lands thus ac- 
quired from among those willing and 
anxious to remain on the land, the prices 
of farms would have sagged to new low 
levels. At the present time prices are 
slowly rising, a number of sales in the 
better districts at $175 to $225 an acre 
being reported within the last few 
months. 


Supply New Exceeds Demand 


At the present time the supply of 
money for loans largely exceeds the de- 
mand. While the federal land and the 
federal joint stock land banks are a big 
factor in the situation, the insurance 
companies remain the largest source of 
supply for funds for this purpose. The 
oversupply of money has resulted in 
competition that has pushed down the 
going rate of interest to 5 percent, 
where it was ten years ago. The build- 
ing and loan associations are turning 
away money offered them for home 
building loans, and a number of them 
refuse to sell fully paid-up stock a fav- 
orite form of investment for small local 
capitalists. 

Enough farm land loans are being 
made, however, to indicate a hopeful 
optimistic attitude of farmers towards 
their industry. 





Hold Educational Conference 


An educational conference for agents 
will be held at Christmas Lake, near 
Minneapolis, Minn., July 8-10 by the 
Equitable of New York, attendance be- 
ing based upon a production contest 
from April 27 to June 27. 
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Chicago, Illinois 


A. M. Griffin, 


State of Missouri Representative 


ATURALLY you are ambitious, you want to succeed—get ahead—but 
you are from Missouri and want to be shown. 

A. M. Griffin has our proposition and is fairly itching to present it to 
you. He has been showing men from Missouri for a comparatively short 
time, and that it is well received is shown by the fact that he has built up a power- 
ful and successful agency force for the Peoples Life in this territory. 

Now He Wants Now 


Agents and District Managers 


“the company with a future for you,” 
ing the Home office. 








If you are,qualified, and would like to work with him and the Peoples Life 
communicate with him at once, address- 


There is a future for you 


in the ‘Show Me State’’ 
with The Peoples Life 


—— 
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~ General Agencies 


WE have general agency open- 
ings in the following states: 


Oklahoma 
Nebraska 

W yoming 
South Dakota 
Montana 
Colorado 


California 


Illinois 
lowa 
Indiana 
Ohio 
Minnesota 
Missouri 
Kansas 


Any good, live producer of Life 
or Accident and Health insurance, 
who is not at present under contract 


with any other company, will be 
taking a step in the right direction 
by getting in touch with us. 


He will tell us about himself and 
we will tell him of our thorough co- 
operation with our field force, in- 
cluding direct mail and newspaper 
advertising assistance. 


Address H. G. Royer, President 
Great Northern Life 


Insurance Company 
110 South Dearborn Street, Chicago 


wi 








TALKS WITH LIFE INSURANCE MEN 





HE story is going around among the 

life underwriters of a very large west- 
ern city that the family of a very emi- 
nent gentleman who died a few weeks 
ago is on a rampage and hunting for 
the life insurance agent that wrote “the 
eminent gentleman” for $50,000 of life 
insurance, but who was so weak kneed 
that he did not ask for the full advance 
payment when “the eminent gentleman” 
signed on the dotted line. 

The agent said: “Well, Mr. B—, how 
do you want this life insurance issued, 
do you want it all in one policy or in 
several policies?” “The eminent gentle- 
man” said: “I want a $10,000 policy and 
a $40,000 policy.” The weak kneed 
agent said: “Very well, I shall have 
this attended to.” The eminent gentle- 
man said: “I think I will give you my 
check in full for the $10,000 policy.” The 
weak kneed agent said: “Thank you,” 
and walked out. One Saturday after- 
noon a few weeks ago the $10,000 policy 
was issued and delivered by the agent, 
and, of course, paid for. On the Mon- 
day following, two days after the $10,000 
policy was placed, at 10:30 A. M. word 
was sent by the home office to the writ- 
ing agent that the committee approved 
the $40,000 and it was being sent by spe- 
cial messenger. At 10:00 A. M. that 
same morning, or one-half hour before 
the company approved the $40,000 appli- 
cation, “the eminent gentleman” died 
from the effects of an accident. There- 
fore, the agent deprived the family of 
the eminent gentleman of $40,000. He 
has lost his prestige to a great extent 
and the friends and relatives of the emi- 
nent gentleman are “sour on the com- 


pany. 
MORAL: Get the money when you 
get the signature on the dotted line. 


* * * 


NE of the companies in analyzing 

the work of its men calls attention 
to the fact that continuity of effort is 
back of the success of real life insurance 
salesmen. The New York Life makes 
the statement that if an agent is to earn 
from $5,000 to $6,000 a year or more, it 
is necessary to write 10 applications a 
month. If he hopes to be a member of 
the $200,000 club he must be a steady 
permanent producer. 

In other words it is the man who is 
working all the time steadily, continu- 
ously, just as he would if he were going 
to an office as a clerk that brings home 
the bacon. It is not spasmodic effort 
that counts. Many agents scatter their 
energies and do not concentrate on pro- 
duction as they should. If an agent 
becomes a creator of business he must 
be continuously a creator. 

* * * 


W. BOOTH, general agent of 
e the Equitable Life, who has been 
with that company at Denver for the 
past 36 years, is probably the only man 
in the United States who “got fired into 
the life insurance business because he 
refused to take a drink with his boss,” 
as Mr. Booth puts it. 

Besides rising to the top of his pro- 
fession there, he is president of the Big 
Brother movement in Denyer, twice- 
elected state senator, former member of 
the old board of public works, erstwhile 
city councilman and two-term mayor of 
the former municipality of Highlands, 
now a part of Denver. 


‘Wouldn’t Drink With Boss; Lost Job 


With his wife and three children, and 
mighty little besides, Mr. Booth arrived 
in Denver in the summer of 1889. Jobs 
were scarce. He took one, however, 
working on the streets at $1.50 a day. 
Seeking something better, he found em- 
ployment in an express office. His office 
manager, by way of “fraternizing” with 
the employes, offered young Booth a 
drink. A refusal of the offer aroused 
the manager’s anger. Booth was fired. 

One other job was open, and he took 
it. Although he was entirely green to 





life soliciting, he pocketed his Equitable 


rate book and started out. After 5; 
month without landing a pro, - 
brick manufacturer took a $5 oon 
and Mr. Booth received his firs 
mission. : 


“Fired” into Insurance Busines, 


He was born in Fenton, Mich 
1852, the son of a watchmaker, g 
for the same profession, he spent 
months in Germany, but the oyy 
of the Franco-Prussian war in 1870 
him back to the United State ; 
stages he moved west, settling fr, 
Ames, Ia. Eye trouble forced tin 
give up watchmaking. He inyesty 4 
his savings in a coal mine, but q 
road strike in 1888 put the mine ou 
business and he and his partner 
their investment. Thus it was thy 
Booth went to Denver, flat-broke a 
got fired into the insurance busine: 

“That first $75 or $80 COMMissig 
looked as big to me as Niagara Fy’ 
he says with a reminiscent smile. “Frog 
that time on, I was an insurance my’ 


* * * 


S Kone MANHATTAN LIFE avy 
an agent to learn something irq 
every prospect he interviews. He; 
able to perfect his approach if he maky 
a careful study of his mistakes, | 
a record is kept of daily calls wi 
some little memoranda regarding eat, 
it will freshen an agent’s mind to » 
over these, find out where he fail 
and learn something from experien: 
As experience accumulates, it may k 
in reviewing these old cases an ager 
feels greater confidence in himself ani 
can make more headway than he cou 
when the prospect was _ interviews 
previously. 

The Manhattan points out that it al 
depends on how the case was handled 
in the first place, whether there is; 
chance to renew the business relations 
There may have been something {u- 
damentally wrong in the way in which 
the prospect was handled and if this 
be true it is a very difficult task to get 
to him again. Some agents keep: 
very careful diary, showing the prog- 
ress made in each case. If an agent 
is interviewing 40 or 50 people a week 
he may have difficulty in recalling 
every incident and point of advantage 
concerning each case. It is not sait 
to trust to memory and it is, therefore, 
very advantageous to jot down impor 
tant information on cards. 

The Manhattan Life says that the 
main thing to remember is that nine 
out of ten agents trust to memory to 
supply details about cases on which 
they are working and frequently the 
result is that a trifling bit of informe 
tion which has been overlooked be- 
cause it was not set down in black 





and white is the point which loses them 
the case. As Vice-President Roche o! 
the company says, “Life insurance 80 
liciting is certainly no hit or miss 0c 
cupation.” The hit or miss plan 3 
not the one that gets a man on the 
leaders’ list. 
x * * 

“To you want life insurance for 3s 

long as you live, or as long 4 
your wife lives?” This question put t 
the prospective buyer of life insurance, 
often makes him see the inadequacy 
the amounts carried by most men. 
Often a single question of this kind 
will give a prospect a vision of life i 
surance that could not be gained fol- 
lowing the half hour’s solid argument 
A general agent who has adopted this 
selling idea often follows up his initial 
question with “Most men take out 
about $5,000 worth of life insurance 
and feel very safe. So long as they are 
alive, there is no need for any more, 
but what happens when they die? The 
$5,000 will not go very far. Ina couple 
of years it will disappear entirely. 
Then what? Life insurance should be 
purchased on the basis of the income 





that it will produce. That is, in buy- 
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insurance, you want to con- 
at you are going to leave in 
jife insurance proceeds will 
» for your wife in the way of paying 
; monthly expenses. You are buy- 

this life insurance for her, not for 
eel If you can get this idea be- 
¢ you, you can see how pitifully 
all a $5,000 policy is, although it is 
onsidered a good sized amount by 
many men who have not thought the 


- h.” 
ubject through. 


g life 
der wh 
he way of 





or 
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E agents that cultivate their old 
policyholders, increasing their in- 
yrance and securing from them names 
or new recruits, come to regard these 
policyholders as their best business 
sset. The agents, however, must not 
continually asking something from 
he policyholders and giving nothing 
in return. It is up to the agent to 
scertain how the policyholders can 
be repaid and really make them feel 
under obligations to the agent. An 
agent said the other day that the old 
policyholders are really a gold mine for 
new business. ; 

The life insurance salesman is placed 
in a little different position than other 
salesmen. The latter go back from 
time to time, dealing with the same 
men and getting new orders. They 
deal with the same people. Many life 
insurance men seem to think that 
when they get a man’s application, 
that ends their relationship to him and 
he should be left alone. Agents in 
some sections neglect their policy- 
holders and they get weaned away to 
new agents and new companies. Some 
agents seem to keep track of their 
policyholders by a_ definite system, 
using cards so that they are called 
upon from time to time, kept in touch 
with, and if anything can be thrown 
their way it is done. 

Where a_ satisfied policyholder 
recommends a company to a relative or 
friend it is worth much to an agent. 
The financial condition of many of 
these policyholders changes, they are 
promoted, their family grows larger, 
their conditions are altered, and hence 
they need new insurance. Satisfied 
policyholders can be turned into boost- 
ers for the agent if they are properly 
handled. 

x * * 

After all that is said and done, the 
selling of life insurance depends a great 
deal on sentiment. It is this human 
impulse that makes men purchase life 
insurance, to make sacrifices and to 
provide for their own. There is not 
so much selfishness after all in the 
great bulk of life insurance that is 
taken, because the purchaser probably 
does not have himself in view other 
than the responsibility that he has in- 
curred. An agency manager the other 
day said that the millions of dollars 
that go to life insurance companies 
represent the love of people for those 
dependent upon them. The life insur- 
ance man’s appeal is largely to the 
heart. Most men have a spot that 
can be touched, if the proper appeal 
is made. 

The sentiment, therefore, that is en- 
gendered and called to the surface by 
the agent in his canvass is a powerful 
motive. Agents who are analyzing 
their arguments keep sentiment well 
forward, because after all it is the hu- 
man instincts that are involved. There 
iS an emotional appeal that must be 
made to the prospect and the picture 
must be so drawn that the best quali- 
ties of his heart must be galvanized and 
touched. It is the agent who can deli- 
cately yet powerfully visualize condi- 
tions that may exist that brings home 
the application. The policy contract 
and the rate book mean very little in- 
deed to the man on the street. It is 
the duty of the agent to interpret these 
in a living language and In a manner 
that all people can understand. That 
is his great mission and duty. 


whe Kentucky Central Life & Accident 
Was licensed in Michigan last week. The 
c mpany is to do a legal reserve life and 
a health and accident business on the 
industrial plan. 











enter additional states. 


with us. 











Perhaps the most comprehensive field 
development program in existence today. 

One phase is described in this advertise- 
ment. 





“‘24-Hour Service” 


AVE you ever wondered what percentage of acceptable applications 
received at the Home Office can be handled within the day? 


Agents operating under the American Central Plan enjoy 24-hour ser- 
vice upon 90 per cent of such applications. 


This is a part of the Plan. The pre-selection of prospects, the pre-approach, the 
canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are professionaliz- 
ing their insurance work and their insurance service. 


We are now operating in twenty-three states, and under certain conditions will 
Details of the American Central Plan and our methods 
of operation will be given gladly to anyone interested in considering a connection 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE CO. 
INDIANAPOLIS 


ESTABLISHED 1899 
HERBERT M. WOOLLEN, President 











NUMBER TWELVE IN A SERIES OF INFORMATION ADVERTISEMENTS 























George Washington Life Insurance Company 


CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents. 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


Address 


ERNEST C. MILAIR, Vice-President and Secretary 

















THE SECURITY LIFE INSURANCE CO. OF AMERICA 


0. W. JOHNSON, PRESIDENT 
A FIELD ORGANIZER 
CONTRACT—SALARY AND EXPENSES 


GENERAL AGENTS AND MANAGERS 
CONTRACT COMMISSIONS OR COMMISSIONS 
AND EXPENSE ALLOWANCE 


Only Men of Experience Whose Records Will Bear the Closest Inspection Will Be Employed 
Address S. W. GOSS, Vice-President, The Rookery, Chicago, III. 
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Civilization Follows the Flag 
But 


The Flag Follows the Missionary 


In the same degree that 
the missionary preaches 
righteousness (right living) 














The 


Life Insurance Agent 


Is Also a Missionary 
Preaching Salvation 
From Ignorance and 
Shortsightedness. 
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“Righteousness Exalteth a Nation’ 
Likewise 
Life Insurance Enriches a Nation 


PASSES THREE BILLION MARK 


Travelers Made a Great Record During 
June, Writing $90,000,000 the 
First Three Weeks 


The Travelers hit the $3,000,000,000 
mark of life insurance in force June 24. 
June was policyholders’ month with the 
Travelers, and its agents went out to 
write a large business, especially on 
those who have recently passed through 
the medical examination because they 
could buy a limited amount of insurance 
without any further examination. On 
June 17 the Travelers reported $90,000,- 
000 new business for the month. The Chi- 
cago office under Manager W. H. Kolb 
was the leader the third week in United 
States and Canadian agencies. 

The Chicago office reported $9,000,000 
at the end of the fourth week. This 
did not include group. The largest day 
in the Chicago agency was June 18, so 
far as number of applications was con- 
cerned with 107. The largest day so 
far as volume was concerned, was June 
29, with $850,000. On June 27 the vol- 
ume was $610,000. During the month 
there was one single premium policy 
sold in Chicago with a premium of $400,- 
000. 


Joins Union Reserve Life 

Charles E. Ward, who went to Du- 
buque, Ia., five years ago from the Ce- 
dar Rapids Life as agency supervisor 
of the then newly organized Universal 
Life and has since become secretary of 
that company, has resigned to become 
first vice-president and general manager 
of the Union Reserve Life of Omaha. 
The change becomes effective Aug. 1. 
His successor in the Universal Life 
has not been named. Mr. Ward has 
been prominent in community activities 
and is president of the Dubuque Cham- 
ber of Commerce, a leader in Kiwanis 
and has served as commander of the 
American Legion post there. 


PROPOSE INSPECTION BURRAy 


—_—_—_ 


Life Companies Want Better Constry, 
tion of Homes Before Authorizing 
Loans 


That the large life companies will ; 
sist upon construction of better hen 
upon which loans are authorize 
through a system of adequate inspec 
tion involving the establishment d; 
bureau in cities and towns with th 
services of a disinterested architect and 
engineer was indicated by Walter Stab. 
ler, comptroller of the Metropolitan Li, 
at the convention of the National Asso. 
ciation of Real Estate Boards jn Ses. 
sion at Detroit last week. Mr. Stabje 
asked the cooperation of the realtors 
establishing organizations of this king 
and by the adoption of a UNanimoys 
resolution was assured of their heartiey 
support. He stated that at the outs: 
institutions making loans on_ property 
might finance such bureaus but uk. 
mately they should be made Self-sup. 
porting from charges made by the by. 
reau to the borrowing builders, 


Appointed Educational Supervisor 

The Provident Mutual Life has a. 
pointed Charles A. Tushingham edur- 
tional supervisor in the manager of 
agencies department. Mr. Tushingham 
entered the service of the Provident in 
the Pittsburgh agency in 1916. He has 
served under two general agents as 
agency supervisor, and is well known to 
Provident representatives on account of 
his consistent personal production. He 
is a member of the faculty of the School 
of Life Insurance Salesmanship, Uni- 
versity of Pittsburgh, and is exception- 
ally well qualified for the position to 
which he has been appointed. 


Aetna Life Meeting 


The agency meeting of the Aetna Life 
| will be held at Poland Springs, Me, 
| Sept. 10-15. 
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Few and Far Between 


Men who can write a respectable volume of personal 
business while finding and training a staff of producing 
agents are few and far between in the life insurance 
business. ’ 


a Life 


Insurance Company 
Louisville, Kentucky 


We have a few such men—we are looking for another. 
“We”, in this case, is an “old line”, mutual life insurance 
company now operating in twenty states. The company 
is conservatively managed, its Home Office personnel is 
made up of young men trained in the problems of the 
field, and its policy-contracts compare favorably with any 
on the market. 


Equips its missionaries (agents) with policy contracts 
designed to meet the need of every eligible individual 
and also the need of every individual group on the 
basis of Stewardship (Service). 


We seek a General Agent for ERIE, PA., and surround- 
ing territory where we now have no active representa- 
tion. He must be a personal producer as well as an 
organizer and manager of men. Can you qualify? 


bites Life 


Insurance Company 
Louisville, Kentucky 


If so, our liberal first year’s compensation for general 
agents will enable you to make very favorable sub- 
contracts, thus quickly attracting new men to your 
agency organization. Generous renewals will help you 
build a large personal income. The Home Office will 
assist you in developing your agency. 


Is a Good Company 


If ERIE doesn’t appeal to you, some other territory may. 
Write O-59, care of The National Underwriter. Your 
letter will be respected as confidential and an interview 
arranged. 


Clean—Strong—Progressive 


If you are a clean, strong, progressive agent 
we may have a place for you. 
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HIGH 


TRIBUTE PAID TO NEWSPAPER AND 
TRADE JOURNAL ADVERTISING VALUE 





value of advertising in the legit- 
nc channels of publicity, news- 
pers, magazines and trade jour- 
nals, has always been, to me, so logically 
common sense business proposition 
that | have often wondered at any dis- 
= wherein there seemed to be a 
delense against such an expenditure of 
pe ceived my early newspaper train- 
ing in a country printing office, in a day 
when merchants were satisfied to per- 
nit an advertisement to continue in the 
ame reading form month after month, 
and year after year. In one instance, 
that I recall, the advertisement of a local 
grocer who also dealt in “plaster, lime, 
cement, building material and coffins 
yas “pied” just at the hour of going 
to press, and failed to appear in that 
week's issue. 
Was Widely Missed 


Many people came to the office per- 
sonally or wrote us, or sent some neigh- 
bors to enquire (there were no tele- 
phones in that day) what had become 
of the firm whose advertisement had 
disappeared from the paper. 

Recently, in looking over the old files 
of that newspaper, I found that the ad- 
yertisement of that firm had been re- 
inserted in the next issue, but materially 
changed as to wording, and I discovered 
also many other advertisements of mer- 
chants of that good old town had taken 
on new life, and memory brought me 
back to the realization that I personally 
was responsible for the innovation, 
which eventually resulted in a weekly 
change of every advertisement carried 
in that old home paper. 


Wanted to Read Ads 


Recently, following the appointment 
of a very high class man to represent 
our company in one of the larger cities 
of Indiana, I was met by his request for 
a number of life insurance magazines, 
knowing that I could supply him out of 
our home office stock. 

“I want to read the advertisements,” 
he said. “I like to see what the officials 








A 


Future 
Assured 


We seek a man who has an eye on 
his future. The position is'a splen- 
did one, right from the start; it will 
grow as he grows. 


Were you to land it, you would be 
a direct representative of the home 
office, working with our general 
agents, doing special agency work 
in an executive capacity. 


You would receive a straight salary 
of $5,000 and expenses the first | 
year; $6,000 and expenses the sec- 
ond year, with an unusual oppor- 
tunity for advancement thereafter. 


You must have a good reputation 
jor honesty and energy, and a 
working knowledge of the life in- 
surance business. 





You must have written and paid 
tor $200,000 of personal business | 
within the past twelve months. (No | 
exception will be made to this re- | 
quirement.) 


lf you earnestly desire such a splen- 
did opportunity and can meet these 
requirements, you are cordially in- 
vited to write to O-52, care of this 

| Paper. 





—_—_ 
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By GAYLORD DAVIDSON 


of the different companies think of their 
own company and you can pretty nearly 
tell by the size of their advertisement 
and what they say in it. A well written 
advertisement of a going life insurance 
company is a big inspiration to any 
agent.” 

This man, who had left a salaried 
position in the belief that he could be- 
come independent as a life underwriter, 
had never been employed in any capacity 
where advertising was utilized. He sim- 
ply sensed the value of life insurance 
advertising in its undoubted effect on 
the morale of the life underwriter. 


Good Effect on Agents 


President May of the Peoria Life, a 
pioneer in page and double page adver- 
tising, told me that their policy of ad- 
vertising was not intended in any possi- 
ble way, directly or indirectly, to attract 
representatives of other companies to 
their organization, but for the sole pur- 
pose of visualizing to the Peoria Life 
family the value and, you might say, 
the power of an organization that is 
built around the creed of loyalty, and I 
might add, around the genius of Emmet 
C. May. 

This same policy, in great measure, is 
held by the officials of other life insur- 
ance companies who are consistent and 
persistent advertisers, in the life insur- 
ance journals, in pages at least. 

In the greater and more successful 
business enterprises of the country the 
question of newspaper and trade journal 
advertising is not a subject of discussion 
as to the cost; sometimes it is the ques- 
tion of a waiting list, where the live 
journals are to be used. For it must be 
remembered that the public, the buying 
public, demand information and they 
expect that information shall be forth- 
coming as to the value of any commod- 
ity that is offered for their consideration. 

We are told that the normal increase 
of life insurance production in the next 
two decades will outrival any previous 
period. I believe I quote Vice-President 
Frank H. Davis of the Equitable Life 
in predicting that the problem of future 
life insurance development as to busi- 
ness established will lie in securing an 
adequate agency organization to meet it. 


Responsible for Publicity 


Life insurance officials carry a very 
great responsibility in their attitude 
toward adequate publicity concerning 
company activities. There is only one 
avenue for such publicity within the 
bounds of dignity and economic con- 
servation, and that is through legitimate 
channels of distribution, the newspaper, 
the magazine and the life insurance 
journal. In the latter there should be 
no stinting of space, for each agency 
organization demands, directly or in- 
directly, that measure of cooperation 
and encouragement which adequate ad- 
vertising brings. 


Considers Non-Medical 


President Cochran announces that the 
Pacific Mutual Life is considering a plan 
for issuing all of its policies of $2,000 
or under without examination by a local 
medical examiner, subject to inspection 
| and approval by the regular home office 
| medical staff. Four written documents 
will be required for these non-medical 








applications, consisting of the regular 
application form, medical blank filled 
| out by the applicant, written statement 
| by the agent to the effect that he con- 
| siders the risk good and has carefully in- 
| vestigated it, and usually a credit re- 
| port. The company will reserve the 
| right to call for a medical examination 
| whenever it deems it advisable. 

| KF. W. Felkel, 
| Continental Life of St. 


general agent for the 
Louis at Ander- 


'son, S. C., has placed policies on the 
| lives of Mr. and Mrs. James Wesley 
| Darby of Toney Creek, 8S. C., and on 


|}each of their 10 children. 
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REINSURANCE CO. 








Prompt Service From Both Offices 
Maximum Security to Treaty Holders 


DALLAS, Home Office Buildirig 
CHICAGO, 29 S. La Salle St. 
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A. C. BIGGER FRED D. STRUDELL MORTON BIGGER 
Prenident Vice-President Secretary 
Cc. W. SIMPSON BERT H. ZAHNER 
Medical Director Chieago Manager 






















Admitted Assets.. $10,649,568.00 


Paid for Insurance 
in Force....... 


77,058, 168.00 


Total Paid Policy- 


holders ....... 


6,987,243.00 


Wesr Coast Lire 


INSURANCE COMPANY 





HOME OF FICE - SAN FRANCISCO 


The only company on the Coast carrying Group Insurance mf 
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American National Insurance Company 


OF GALVESTON, TEXAS 
. L. MOODY, JR. SHEARN MOODY, Ww. J. SHAW 
™ President’ Vice-Presiaent 4 Secretary ‘ 
FINANCIAL STATEMENT DECEMBER 31, 1924 
ASSETS 0 B CSARSLITIES 
et Reserve—American e¢xpe- 
Real Estate Owned.......+- $ 1,087,812.90 rience table 8 and 8% %..$16,888,279.465 
Mortgage Loans.......+++++ 6,890,667.38 Reserves for Death Losses in 
Collateral seeeses secee 1000.00 Process of Adjustment or 
Loans on Company’s Policies. 1,935,186.95 Adjusted and Unpaid..... 191,769.07 
Bonds and Stocks........-++ 7,558,484.10 Reserve for Taxes and Depre- 
Cash in Banks.......--+++++ 1,684,481.43 ih  cxeseanbnaseusece 167,652.47 
Certificates of Deposit...... 38,750.00 Miscellaneous Liabilities..... 199,680.59 
Interest Due and Accrued.. 880,532.96 Capital Stock. . .$1,000,000.00 
Deferred and Uncollected Pre- Assigned Fund 
miums (net)......-+.- seee 453,620.28 Surplus ...... 2,106,517.56 
Unearned Fire Ins. Premiums 1,418.07 onl ~nSani 
————=—————= Surplus Security to Policy- 
Total Assets......+++++- $20,053,899.07 THINS cecetenccese on 8,106,517.56 
Total Liabilities......... $20,053,899.07 
GAINS MADE DURING 1924 
Increase in Insurance in Force.....++++ese+eees . -$87,030,018.00 
Increase in Admitted Assets +++ 2,088,810.68 
Increase in Surplus Security to Policyholders. . 237,346.11 


LI D- 
INSURANCE IN FORCETOTAL, PAID POLICYHOL 
DECEMBER 81, 1924 
$252,067,422.00 


Ordinary Life, Industrial Life & Accident Insurance to Meet the Requirements off Every 


Operates in Twenty-Two States, the Republic of Cuba and Territory of Hawaii 
Income Averages, $754,650.00 per Month 


Gross 








ADMITTED ASSETS 


ERS SINCE ORGANI- 
ZATION $20,058,899.07 


$16,854,807.56 


Insurable Person. 
HOME OFFICE BUILDING 
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Tremendously Valuable Institution 


W. G. Srptey, one of the editorial 
writers of the “Journal of Commerce” of 
Chicago, conducts the department in 
that business daily paper, known as 
“Along the Highway.” Mr. Srsrey is 
a most interesting philosophical writer, 
touching on many topics in this readable 
column. Recently he commented on 
the value of life and fire insurance un- 
der the caption, “Two Tremendously 
Valuable Institutions.” What Mr. SisLey 
says is worth reprinting. His com- 
ment is: 

A man has two values to his family 
and community—his life and his prop- 
erty. These hugely important values are 
measured by his earning capacity and 
his spiritual relation to his wife and 
children—the physical comforts he pro- 
vides for them and the helpfulness and 
happiness association with him yields 
to them. They come in many forms, both 
material and spiritual, and cover all his 
domestic activities both of body and 
mind. Really, they constitute his life so 
far as his family is concerned. His value 
to his community lies in the quality of 
his citizenship, and usually is measured 
by his patriotism, his loyalty to right 
principles, the use he makes of his 
talents, and such public service in or out 
of office as he may render; and finally in 
many instances, by the disposition of 
portions of his property for institutions 
which promote the general welfare. 

While a man lives it is his duty to 
protect his property value for both his 
family and himself. His home is ustally 
his first valuable physical possession. Its 
contents are protected from robbery by 
locks and bolts. Its absolute protection 
from the ravages of fire is impossible, 


but he may, by insurance, provide ample 
protection for its physical value. He 
will do this if he has any proper sense 
of his duty to his family; and if he 
prospers and accumulates other proper- 
ties, he will insure them also. 

In his building years, while working 
to gather an abundance for old age, he 
will protect his family so far as possible 
against the direst calamity which might 
come to his wife and children, his death 
before his children are educated or his 
accumulations have become sufficient to 
provide for those he leaves behind. A 
pitifully large proportion of men never 
reach the point of financial security for 
their families, and so life insurance be- 
comes a first duty of even more impor- 
tance than owning a home. 

Fire insurance in its modern form was 
first developed in 1681, fifteen years after 
the great fire in London in 1666. In 1752 
the first fire insurance office in America 
was established in Philadelphia. Ben 
Franklin was one of its directors. In 
life insurance the Amicable Society was 
chartered in England in 1706, and fifty- 
six years later the Equitable. In 
America the Presbyterian Church insured 
the lives of its clergymen in 1759, and a 
general life insurance company called 
the Pennsylvania was chartered in 1812. 

From these beginnings have developed 
the present great institutions to protect 
the home and family in the event of fire 
or the death of its earner—to guarantee 
widows and orphans from want, and to 
protect a man’s property from fire loss. 
A dead man who performs his duty to 
his family in life insurance is no longer 
a total loss to those he loved; and a liv- 
ing man who protects himself against 
loss by fire can no more have all his re- 
sources swept away in a single great 
conflagration. Modern insurance com- 
panies serve to perpetuate both the ma- 
terial and spiritual values of men, 


Courtesy to the Policyholder 


It pays to remember the policyholder 
on his birthday, even if it is but to send 
him a card of congratulations. He ap- 
preciates this. The average man pays 
little attention to his birthday and the 
chances are that no one else will remem- 
ber. The congratulatory card from his 
life insurance agent may be the only re- 
membrance he receives that day, and it 
will stand out in his mind. He has a 
warmer feeling for the agent. 

But this is not all. It not only recalls 
to his mind the agent, but it reminds 
him that he has passed another mile- 


stone, and that the years are rolling on. 
It will probably make him think just a 
little about his own affairs. He will be 
reminded that that additional insurance 
he has been promising himself to take 
out for many years is gradually becom- 
ing more and more costly, and at this 
striking time of the year, the reminder 
becomes more effective. He knows that 
the cost of his insurance will take an- 
other step soon and he may be moved 
to the action that he should have taken 
some time before. The birthday cards 
will pay big dividends. 


The Value of Difficulties 


The following paragraph by Henry 
Van Dyke is a sermon well worth the 
consideration of the life agent, whose 


road is beset by almost innumerable ob- 


stacles; it carries with it a forceful 
appeal. 
“No doubt a world in which matter 


never got out of place and became dirt, 
in which iron had no flaws and wood no 
cracks, in which gardens had no weeds 
and food grew ready cooked, in which 
clothes never wore out and washing was 


as easy as advertisements describe it, in 
which the right word was not hard to 
find and rules had no exceptions, and 
things never went wrong, would be a 
much easier place to live in. But for | 
purposes of training and development it 
would be worth nothing at all. It is the 
resistance that puts us on our mettle; it 
is the conquest of the reluctant stuff that 
educates the worker. I wish you enough 
difficulties to keep you well and make 


you strong and skillful.” 


J. W. Clegg, president of the National 
Association of Life Underwriters, has 
accepted an appointment to the chair- 
manship of the law committee of the 
Philadelphia association tendered him by 
Frederick G. Pierce, president. Mr. 
Clegg will make a strong chairman be- 
cause he is thoroughly conversant with 
the legislation enacted in connection 
with lite insurance during the last three 
decades. 

Associated with him on this commit- 
tee are Paul Loder, agency manager 
Provident Mutual; Allen D. Wallis, gen- 
eral agent Equitable of lowa; James H 
Glenn, general agent Mutual Benefit, 
and A. C. Williamson, manager ordinary 
department Prudential. 


Danford M. Baker, vice-president of 
the Pacific Mutual Life, is now on his 
annual vacation at his summer home at 
Eagle River, Wis. Mr. Baker has been 
making a trip to Eagle River for 25 
years. He will spend two months at 
his summer home there. On his way 
to Eagle River, he stopped off at Chi- 
cago and addressed the regular Monday 
meeting of the Jens-Smith Agency in 
that city. 

Seuchi Shinda, secretary of the De- 
partment of Communications of the Jap- 
anese government, was in Chicago this 
week on his way to New York, where 
he will spend about three months. He 
is connected with the insurance bureau 
of the Japanese postoffice and has come 
to this country for the purpose of in- 
vestigating earthquake insurance, life 
annuities and child’s endowments. He 
told this week of the widespread demand 
in Japan for earthquake insurance. None 
of the Japanese companies writes this 
coverage and the Japanese government 
is gathering data with a view to event- 
ually furnishing earthquake indemnity in 
the event that the private companies will 
not. Mr. Shinda states that the Jap- 
anese were very much impressed with 
the fact that the buildings of steel, brick 
and concrete construction were prac- 
tically undamaged by the earthquake. 
This will result, Mr. Shinda says, in a 
marked change in the buildings that are 
to be erected in the future in Japan. The 
American style of architecture is to be 
adopted and buildings of lighter con- 
struction to be abandoned. 

The Japanese government at present 
writes life insurance, but there is a 
growing demand in Japan, Mr. Shinda 
said, for annuities and for insurance on 
children. Polices on children under 12 
years of age are not at present written 
in Japan, but probably will be in the near 


future. Mr. Shinda expects to gather 
considerable information at the home 
offices of the Metropolitan, Prudential 


and Western & Southern. 

Eugene B. Stinde, special agent for 
the Northwestern Mutual Life, St. 
Louis, Mo., personally wrote more than 
$600,000 of new business in June. For 
years M. Stinde has been among the 
country’s largest personal producers. 

The name of §S. A. Olsness, commis- 
sioner of insurance of North Dakota, 
has been mentioned as a possible candi- 
date for United States senator from 
North Dakota to fill the vacancy caused 





by the death of Senator E. F. Ladd, 11 
the position is filled by election. It is 
the desire of Governor Sorlie to fill the 
position by appointment and he is 
strongly backed by the Nonpartisan 
League in this desire, as they feel that 


an appointee would be sure to be a Non- 
partisan. 

Robert D. Lay, vice-president and sec- 
retary of the National Life U. S. A., 
rounding out 23 years of continuous 
service with that institution, where he 
began at the first rung of the ladder. 

Mr. Lay is a fine type of modern ex- 
ecutive, one who knows not merely a 
single department of the business, but 
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ROBERT D. LAY The 
Vice-President and Secretary Nation) in the 
Life, U. 8. A. the b 
» Houst 
has an intelligent grasp of the operatin ) “At 
of every phase of life insurance open. 27th 
tion. He is one of the outstanding grow proud 
of company executives in this county) in eac 
who are instructing others in the doing) tomet 
of things which they have done then. could 
selves, rather than by operating on th. and t 
ories. busin 
— ness 
A shot from an air rifle caused th new | 
loss of the left eye of Allen Denny, ib profit 
year-old son of Dr. T. C. Denny, secre. 
tary and agency manager of the Centr Oo. 
Life of Des Moines. The shot pene the | 
trated only a short distance into the eye ern | 
but immediately blinded the boy, ani date 
the removal of the eye was necessary t is ev 
prevent blood poisoning. nate 
om posit 
A victim of acute heart trouble, James 
Patteson Lay, private secretary to W. L 
T. Rogerson, vice-president of the Lite 
Insurance Company of Virginia, died 
suddenly June 27 at his home in Rich & 
mond. He was a brother of John F. MA 


Lay, of the Richmond local agency firm 
of John F. Lay & Co., handling general 















lines. Mr. Lay was unmarried. The Sou 
funeral was held Monday. { 
Frederick L. Hoffman, consulting stat- 
istician of the Prudential, who has 1 
undertaken an investigation of aviatior W 
hazards from a life insurance standpoint — 
made his first flight recently in a double- app 
motored plane from Roosevelt Field 
Westbury, L. I. There were seven pas Te: 
sengers on the trip, which covered 5 ae 
miles and required but half an hour. age 
“My observations,” said Dr. Hoffmai ye 
on landing, “are suggestive of a nev - 
mode of travel in perfect comfort an o. 
perfect safety, once one has become at He 
customed to the sensation, precisely i t ee 





the same manner that one develops 4 








| ducing general agents of the Eau 


motor sense after driving a motor caf 
for some time. 

“My experience seems to leave ! 
question but that this mode trans- 
portation will in due course eng "unl 
versal wherever time is a fact 
portance.” 
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Shepard Homans, one of the | 






lé C 
Life in New York City, keeps phys sically 
fit by spending odd hours on the 
links. That he swings the clubs wit! 
skill was evidenced by his winning, to- 
gether with his son Eugene, the annua’ 





gol 












father and son tourney of the New Jet 

sey State Golf Association on the links er 
at Convent some days ago. When a stt- of 
dent at Princeton University in 189! at 
“Shep” Homans was the star fullback H 
on the football team. A son of a former P 
actuary of the Mutual Life and _ later W 
founder and president of the Provident 4 
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Savings Life, Mr. Homans’ liking for 
life insurance was born in him, and his 
success in the business as in the realm 
of sport is not a matter of chance. 


W. A. Hinshaw, star salesman of the 
Bankers Life of Iowa, wrote a total of 
$231,500 in new business durir~ three 
consecutive weeks in June, thereby set- 
ting a record for salesmen of the com- 
pany. The first week in June Mr. Hin- 
shaw’s production was $77,000. It 
reached the same figure for the second 
week and went to $77,500 for the third 
week. Mr. Hinshaw is a member of 
the C. H. Rosenbaum agency and all 
of the business was written in Southern 


Iowa. 






















President Darwin P. Kingsley of the 
New York Life sailed Wednesday of 
this week for London where he will join 
Mrs. Kingsley and other members of 
his family. . 








No mimeograph letters for Ike L. Hill, 
manager at Houston, Tex., for the Jef- 
erson Standard life. 

“T have been amply repaid a hundred 
times over because we wrote a personal 
and individual letter in each case,” Mr. 
Hill added. 

The Houston agency stands second 
in the Holderness cup competition for 
the best renewal record for 1925. 










y Nations 





> Operation “At the first of the year we occupied 
NCe opera. 27th place,” Mr. Hill said, “and I am 
ding grow proud of the record we have made. But 
1S County) in each case we have dealt with the cus- 
the doing J) tomer directly and personally. Where I 
one them- could, I put on my hat and went out 


1g On the and talked it over with them. Renewal 
» business is the life of the insurance busi- 


4 The | 
Houston lapse rate is down to 9 percent. | 


chairman of a drive to put over a fund 
of $1,500,000 for an auditorium and Ma- 
sonic temple in Toledo. The drive lasted 
ten days, closing June 26, and at that 
time more than $1,600,000 had been sub- 
scribed. Mr. Norton is one of the out- 
standing insurance men of Toledo, and 
in addition to his other duties is one of 
the instructors in the life insurance 
school in connection with the Y. M. C. 
A in that city. 

A good story is told on General Agent 
A. A. Drew of the Mutual Benefit Life 
in Chicago. Mr. Drew some weeks ago 
inaugurated an agency paper, called the 
“Squab.” The name was adopted be- 
cause the agency paper of the Mutual 
Benefit Life home office is known as the 
“Pelican.” Mr. Drew did not want to 
outdo the home office in getting a larger 
bird, so he took the more modest title 
of the “Squab.” At the Monday morning 
meeting this week one of the agents 
was reciting current events in life in- 
surance. He told of the article by A. S. 
Ingersoll, assistant to Mr. Drew, in 
Tue NationaL UNDERWRITER, Comment- 
ing on the Frick decision and inheritance 
tax insurance in general. After he had 
gotten along quite a ways, Mr. Inger- 
soll interrupted him stating that this 
contribution had already appeared in the 
“Squab.” The agent looked perplexed 
and bewildered. 
| “What is the ‘Squab?” he asked. “I 
never heard of it.” Mr. Drew sat in si- 
lent ignomy and humiliation. The sweet- 
ness of the “Squab” had been lost and 
Mr. Drew contracted a pet peeve. 


Frank M. Peters, president of the 
Federal Union Life of Cincinnati, will 
leave with the Cincinnati Knight Tem- 
plars July 12 for Seattle, Wash. Mr. 




































CHICAGO NATIONAL LIFE 
Ranks Third 


There’s a Reason 


The following figures taken from the official report of the Insur- 
ance Department of Illinois show the amount of new business written 
in 1924, by the Legal Reserve Life Insurance Companies of Illinois in 
their home state. This does not include insurance in force or business 
written in other states. 


Present Business Written 
Age _ in Illinois, 1924 
32 $12,481,121 

17 
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Illinois Companies Business Rank 


Illinois Life 
Peoria Life 


Franklin Life 

National Life, U. S. A. 
Continental Assurance Co 
Mutual Trust Life 


1 
2 
3 
4 
5 
6 
7 
8 
9 


Liberty Life 

Peoples Life 
International L. & T. 
Clover Leaf L. & 
American Bankers Life 
U. S. National L. & C. 
Providers Life 

Victory Life 

Federal Lif 


~ 


NS 
KUM CNuUQon 


Our Company is growing fast. 

Our policy contracts are simple and liberal. 

Our premium rates are as low as the lowest. 

We pay liberal commissions to our agents. 

Territory open in Illinois, Indiana, Iowa, Kentucky and Missouri. 
For further information address 


A. E. JOHNSON 


Agency Manager 


202 South State Street Chicago, Illinois 











q@ If your present opportunities in the life in- 
surance business are limited to personal pro- 
duction, our agency contract will interest you. 
It offers better than general agency opportuni- 
ties, vested renewals and low cost insurance. 
@ Exceptional opportunities are open in Min- 
nesota and Ohio and a few in Wisconsin. 


@ Check up our record. 


Nati 


eenal 












nsuranceLomparny 
Home Office, Madison, Wis. 














THE CENTRAL LIFE 
INSURANCE COMPANY 


Fort Scott Kansas 








Oldest Kansas 
Company 


Agency Openings In 
Kansas and Missouri 





ness. It costs 138 percent to get a/ Peters is at the head of the committee 
aused the new policyholder. When he renews your | arranging for the Cincinnati delegation. 
Jenny, 10 profits just start. He will be absent a month. This is 
ny, secre- ne the 33rd triennial conclave. 
Sere. 
e Central O. C. Norton, general manager for ’ -- ; 
lot pene- the Midland Mutual Life in northwest-| President T. W. Appleby of the Ohio 
O the eye, ern Ohio, has been suggested as candi- | National Life of Cincinnati is at Pent- 
boy, and date for vice-mayor of Toledo. There | water, Mich., where he has gone for a 
‘essary to is every indication that he will be nomi- | vacation. During his time off in Michi- 
nated, although he is not seeking the | gan he will visit the agencies in that 
position. Mr. Norton recently acted as | vicinity. 
le, James 
to W.L. 
ae LIFE. AGENCY. CHANGES 
ula, died ' 
in Rich- Lu 
John F. : . 
ney firm MAKES TEXAS APPOINTMENT | brace 50 counties in the northern and 
- general aie | southern peninsulas of Michigan. Mr. 
d. The N . : | Huffman, who is with the agency at 
outhern Union Li nnounc : - ; 
Sat i Life 2 es New company’s Pittsburgh agency since 1908, 
mer gents at Houston and |and has been superintendent of agents 
= Wichita Falls for that agency since 1916. Mr. Huff- 
aa |man is a man of unusual energy, and 
ay ‘Tt ~ > . “7 e = | 4 of ; ic acti . 
aviation The Southern Union Life of Fort | _ been very successful in his activi 
rdpoint, Worth, Tex., announces the following | “®* 
double- appointments: 
Field. V. C. Dunlap becomes general agent | C. C. Marshall 
en pas- - og - was formerly with the| The Atlantic Life announces the ap- 
red 50 exas Life. e is regarded as a live, | pointment of C. C. Marshall as general 
hour. aggressive insurance man and is usually | agent at Houston, Tex. In addition to 
offman around the million dollar mark in pro- | that city his territory includes five out- 
a new cuction for a year. | lying counties. The company has just 
rt and J. B. Blaylock is added to supervisory | entered the Houston field. Mr. Marshall 
me at- = as anaes at W a Falls office. | was previously with the Houston agency 
sely in fe was formerly in the same capacity | firm of W. H. Kirkland & Co., handling 
lops a tor the United Fidelity Life of Dallas | general lines. 
or caf and is recognized as a man of much | —— 
ability. Charles H. Baker 
— eae charles H. Baker srintendent of 
sea A. R. Ma . | Charles . Baker, superintendent o 
ap ‘ cSwain | agents for the Florida Life before that 
ae Marsh & McLennan, general agents, | company was absorbed by the Inter- 
: who were recently appointed to repre- | Southern Life, and more recently with 
sent the life, accident and group depart-/| the Protective Life of Birmingham, is 
mer ts of the Travelers at San Francisco, | now with Harry F. Fromme, general 
[ _ announced the appointment of A. | agent at Jacksonville, Fla., for the At- 
itable Seginald | MacSwain to take charge of | lantic Life. In the capacity of a super- 
ically the Pacific department. Mr. MacSwain | visor, he will assist Mr. Fromme in 
got has been in the life insurance business | developing the Florida field for this 
with in California for the past ten years. company in an intensive manner. 
x, to- cami 
» to- | " 
— John F. Huffman B. R. Hooper 
kinks In order to broaden and facilitate op- | Announcement is made of the appoint- 
ose trations in Michigan, the Mutual Life | ment of B. R. Hooper as superintendent 
1391 of New York has arranged to reestablish | of the western Ontario division of the 
back i. agency at Grand Rapids. John F, Crown Life, with headquarters in the 
oat ‘uffman has been connected with the | Dominion Savings Building, London, 
1 Pittsburgh, has been appointed manager, | Ont. 
rae with headquarters in the Building &| Mr. Hooper has had a brilliant record 
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with his company the past five years, 
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What Do You Sell? 


Service, Company, or Policy 


—which? 


All three are important, of course. But to 
our mind the policy is especially so. If 
you agree that the actual contract itself is 
deserving of careful attention and compari- 
son on the part of the agent, we invite you 
to consider seriously the United Life policy, 
“A Policy You Can Sell.” 


Any natural death.........0.00.- $ 5,000 
Any accidental death............ 10,000 
Certain accidental deaths......... 15,000 


Accident Benefits $50 per WEEK. 
Also Disability Income, Waiver of 
Premiums, etc. 





ALL IN ONE POLICY 











If there is an opportunity open in your 
town, our Vice-President, Mr. Eugene E. 
Reed, will tell you all about it. Write him 
direct—and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord New Hampshire 


i Inquire! 1 
THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY-TWO YEARS of prosperous and successful 
business. It has passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 











Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 











having been successively manager for 
Nova Scotia and superintendent for the 
Maritime Provinces. The business of 
the Crown Life greatly increased in the 
Maritime Provinces during Mr. Hoop- 
er’s regime. After the war Mr. Hooper 
entered the employ of the company at 
Ottawa. He was educated at Prince of 
Wales College and McGill University. 
In 1924 he was president of the Eastern 
New Brunswick branch of the Life Un- 
derwriters’ Association. 





C. Edwin Johnson 


C. Edwin Johnson of Paxton, IIL, 
who has been general agent for the In- 
ternational Life & Trust in that city 
many years, has recently been named 
home office representative. He will su- 
pervise agents in the field and organiza- 
tion of new territory with headquarters 
in the Moline office. 





F. K. Waldherr 


Frank K. Waldherr, manager of 
North Side Realty Exchange of Chi- 
cago, has been appointed district mana- 
ger for the Boyle & Boyle Chicago gen- 
eral agency of the Minnesota Mutual 
Life. John Boyle, one of the members 
of this agency, has just returned from 
an extended trip in the east where he 
has established another office at Wilkes- 
Barre, Pa. 





Benjamin H. Ooley 


The Union Central Life has appointed 
Benjamin H. Ooley as associate man- 
ager at Columbus, O., with Lot H. 
Brown. Mr. Ooley is a man of wide 
insurance experience, having been with 
the Aetna as agency supervisor from 
1914 to 1922 when he became connected 
with the Union Central. He has served 
with the latter company as agency su- 
pervisor for the past three years. He 
will give special attention to increasing 
and developing the agency, particularly 
in the outside territory. 


M. C. Nelson 


M. C. Nelson, with the Equitable Life 
of New York some years ago and more 
recently general agent for the Equitable 
Life of Iowa, at Decatur, IIll., has re- 
entered the service of the former society 
and is now assistant agency manager. at 
its St. Louis office. 








Life Agency Notes 


L. W. Garrett and B. Taylor have been 
appointed general agents for the Conti- 
nental Life of St. Louis with headquar- 
ters at Desloge, Mo. 

J. W. Jenson, for a number of years 
agent for the Bankers Life at LeMars, 
Iowa, and in recent years that company’s 
representative at Los Angeles, Cal., has 
returned to Iowa and will take the 
agency for the Bankers at Spencer, Iowa. 
Emery E. Olson has resigned as direc- 
tor of the Metropolitan College, Univer- 
sity of Southern California, to become 
a member of the agency organization of 
Roy H. Sheldon, general agent of the 
Equitable Life of Iowa. This action is 
taken upon the termination of five years 
of service with the University of South- 
ern California by Mr. Olson, dating from 
1920, when he became assistant professor 
of economics. 





—— 
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i Eleven million people within two 
hundred and fifty miles of our Home 
Office— plenty of opportunity for a 
good man. 


We still have a few good openings. 


Direct General Agency Contract—lib- 
eral commissions—but we are ‘‘hard- 
OUR FIELD boiled’’ on advances. 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 


S. M. CROSS, President 























officers were elected: President, 4 ¢ 
Laird of Burlington; vice-president; R 
E. Holway of Rutland and A. R. Brig. 
of Burlington; secretary, L. J. Dog, 
of St. Albans; treasurer, C. H. Alike: 
of Richford; executive committee, } ¢ 
Parks of Barre, W. R. Bliss of Burlin, 
ton and F, L. North of Burlingtop, ; 
J. Doolin was elected delegate to 4, 
National convention and C. H. Ai, 
was chosen as alternate. Thirteen no, 
members were admitted to membership 


Fine Talk by Clege 


The sales congress was _ held in ¢, 
afternoon. James M. Jennings 4 
Springfield, Mass., spoke on the teaching 
of salesmanship. National Preside, 
Clegg then spoke on “The Underwrit, 
of Tomorrow” and gave a rosy pictyr 
of the life insurance business for thos 
who are willing to give it their best ¢. 
fort. The insurance playlet, “The Heay 
of the Estate,” was presented by t 
dramatic club of the National Life 
Vermont from the home office at Mom. 
pelier. 

The annual banquet was held in th 
evening on the roof of the hotel. Reti. 
ing President E. H. Olmstead presided 
Mayor C. H. Beecher welcomed th 
guests officially to the city and paid; 
fine tribute to the business and the me 
in it. Leon G. Simon of New York, x 
the principal speaker of the evening 








NEWS FROM THE EAST 

















SALES CONGRESS WAS HELD 





Vermont Association Had Good Attend- | 
ance at Annual Meeting and 
Banquet at Burlington 





BURLINGTON, VT., July 1.—Liie | 
insurance men from all over Vermont | 
gathered here for the annual meeting 
of the Vermont association, a sales con- | 
gress which was held in the afternoon, 
and the annual banquet of the state life | 
men. Some 50 to 75 agents were pres- } 
ent with a number of guests. The oc- | 
casion was graced by the presence of | 
James W. Clegg, president of the Na- | 
tional Association, this being the first | 
time a National Association president | 
had paid a visit to the state officially. | 
At the business meeting the following | 








Indiana - Ohio 
Two Good States 


We have policy holders, 
many of them — and 
many other good friends 
who would be policy 
holders, in these states. 
It is a twin association 
of vast industrial and 
agricultural activity. 


Any of the territory is 
good territory. There 
is room enough, business 
enough and glory enough 
for all. 


We have room for you 
and need of you if you 
are the right man. 


Write me. 


GAYLORD DAVIDSON 
Agency Manager 


The Western 


Reserve Life 


Insurance Company 
MUNCIE, INDIANA 
J. H. Leffler, President 








J. W. Dragoo, Secretary | 
————, 
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“New Opportunities in Life 
devoting much of his address 
lication of insurance to meet 
the needs of inheritance taxes. Presi- 
I dent Clegg also spoke again briefly at 
the dinner and further remarks were 
made by Col. T. W. Hollyday of Fort 
Ethan Allen and J. M. Jennings of 
Springfield, Mass. Col. Hollyday made 
special reference to the government in- 
surance plan and how it had worked out. 


D talked on 
Insurance 
to the app 





Issues Group Insurance to Priests 


The Metropolitan Life has issued a 
group policy covering about 100 priests 
of the diocese of Altoona, Pa., for $5,- 
900 each, according to an announce- 
ment made Saturday. This is the first 
offer of group insurance ever made to 
Roman Catholic churchmen in the 
United States. For the purpose of the 
insurance, Bishop John J. McCort has 
been rated specifically as the employer 
and as such will be entitled to use funds 


of the diocese to help defray the cost 





of protection provided by the group pro- 
gram, which is on the contributory plan. 


Buffalo School Opened 


Buffalo’s second summer school of life 
insurance salesmanship has opened at 
the University of Buffalo, under direc- 
tion of Griffin M. Lovelace, director of 
the life insurance classes at New York 
University. Studies outlined will be sim- 
ilar to those of the past. The class is 
under the auspices of the Buffalo Life 
Underwriters’ Association and many of 
its members have signed for the course. 











Has Fine Month in June 


The Cincinnati agency of the Trav- 
elers with 22 solicitors has written in | 
June $1,100,000 in group life insurance, 
one “160 employe” group accident and | 
sickness case and $1,000,000 of ordinary | 
life, besides a large volume of regular | 
accident and sickness business. R. S. 
Huntley is manager of the Cincinnati 
office. 








IN THE MISSISSIPPI] VALLEY | 























Commissioner Hands Issues Statement | Proposed to Erect Insurance Exchange 


Telling His Attitude Toward Abuse 
of Counselors’ Licenses 





DETROIT, MICH., July 1.—Insur- 
ance Commissioner L. T. ands has 
taken a strong stand against “twisters” 
of life policies in commenting upon the 
existence of this practice among some 
local underwriters as evidenced by re- 
ports of two recent cases by John G. 
Morey, chairman of the executive com- 
mittee of the Detroit Life Managers’ 
Association. These cases were cited by 
Mr. Morey in connection with recom- 
mendations for conversion of insurance 
in any form other than annual life to 
annual life policies and the use of the 
difference in reserve values to purchase 
additional insurance. Both instances in- 
volved 20 payment life policies, the one 
being 18 years old and the other 12 
years old. 

“This practice is objectionable from 
whatever standpoint we may view it,” 
said Mr. Hands. “It is objectionable 
from the standpoint of the company, 
from that of the agent, and from that 
of the insured, and moreover it would 
appear to be in violation of the section 
of the Michigan insurance laws relating 
to twisting. It is unethical as between 
agent and agent in recommending such 
a conversion without consulting the 
agent who sold the original contract. 
They are tearing down what he has 
built up, destroying the confidence of 
the policyholder in the agent and inci- 
dentally depriving him of a part of the 
commission which is justly due him. 


Will Destroy Confidence 


“Such a practice is bound to result 
in the loss of public confidence in the 
life insurance business. Moreover, when 
a conversion is made of a policy carry- 
ing a higher premium rate to one carry- 
ing a lower rate, it is the practice of 
most companies not to allow the policy- 
holder the full reserve in making such 
conversion but only the cash value or 
else an interest adjustment is made on 
premiums paid prior to the date of con- 
version. 

“I am of the opinion that the so- 
called insurance counselor who advises 
or recommends to a policyholder the 
conversion of their policies to annual 
life policies and the use of the difference 
in reserve values to purchase additional 
insurance and places that additional in- 
surance himself is not rendering or at- 
tempting to render services to the 
holder of an insurance policy; rather 
he is using his license as a counselor 
to defeat the anti-twisting law of the 
state. If this practice continues I will 
tefuse to issue a counselor’s license to 
any individual licensed as an insurance 
agent.” 





IN OPPOSITION TO TWISTERS PLAN NEW INSURANCE CENTER 





Building in St. Louis on 
Cooperative Plan 





ST. LOUIS, MO., July 1.—St. Louis 
will have a 20-story $2,500,000 Insur- 
ance Exchange Building located on a 
prominent Olive street corner in the 
vicinity of the Federal Building if tenta- 
tive plans now under consideration are 
carried through. 

The promoters of the project plan to 
sell entire floors of the structure to 
prominent general insurance agencies, 
life companies, accident and casualty 
concerns, etc., on 15-year payment plan. 

A prominent St. Louis real estate 
operator is promoting the project and 
the plans have been sketched by one of 
the leading architects of the city. The 
building will be designed to cater es- 
pecially to the needs of insurance of- 
fices. The structure would front 54 feet 
on Olive street by a depth of 109 feet, 
giving 5,200 square feet of office space 
on each floor. 

Under the cooperative building plan 
prospective tenants would contract to 
purchase one or more floors. One- 
fourth of the purchase price would be 
paid in cash and the balance in 180 equal 
monthly payments. At the end of 15 
years the purchaser of a floor would not 
only have title to his floor but would 
also have a pro rata interest in the first 
three floors of the structure. It is ex- 
pected that the ground floor stores would 
prove very valuable because of the stra- 
tegic location of the proposed building. 











Agency Meeting at Peoria 


The mid-year convention of the Cen- 
tral Illinois agency of the Massachu- 
setts Mutual Life was held at Peoria 
Friday with 50 members present. Wil- 
liam H. Sergeant, vice-president, and 
Joseph O. Behan, superintendent of 
agencies, from the home office in 
Springfield, Mass., were in attendance. 
Clarence W. Reuling, president of the 
Pecria Agency Association, was chair- 
man of the morning meeting and Ches- 
ter H. Fisher and the home office offi- | 
cials spoke. A sports program occu- | 
pied the afternoon, ending the gather- | 
ing. 


Medical Life in New Quarters 


; 

| 

| 

| 

The Medical Life of Waterloo, Ia., | 
this week leased the first floor and base- 
ment of the Lafayette building and took 
possession July 1. The Insurance Loan 
& Investment Company joined with the 
Medical Life in the lease. The two 
companies, owned by the same group, 
have been occupying separate quarters 
but will be in the same office in the 
new location. Dr. W. A. Rohlf of Wa- 























Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the great State of 
Texas, the Home Office is able 
to render a type of personal 
service to Agents that is un- 
beatable. Writing all modern 
policy forms, the Company of- 
fers choice territory to Agents 
of ability. 


“Conscientious Co-operation 
given Ambitious men, with or 
without previous experience.” 





HOME OFFICE 
F. & M. BANK BUILDING 


Southern Union Life 


FORT WORTH, TEXAS 
J. L. Mistrot 


President 


Tom Poynor 
Vice-President 























Capital $200,000 





MINNESOTA 
NUSUALLY attractive General 
Agency contracts, direct with the 

Home Office, are available in Minne- 

sota. 

Non-participating life, group, sal- 
‘ary deduction and accident and health 
insurance. 

The Company showed a gain of 
over 50% in insurance in force last 
year, its twelfth year. There is a 
reason. 


Write 
GEM CITY LIFE INSURANCE COMPANY 


I. A. Morrissetr, Vice Pres. 


DAYTON, OxHIO 
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Southland Life 


Insurance Co. 
DALLAS, TEXAS 
HARRY L. SEAY, President 


Insurance in force 


$90,000,000 
Admitted Assets 


$9,700,000 


Advantageous agency contracts open to men 
of ability and integrity in 
INDIANA 
TENNESSEE 
MINNESOTA 
Our standards are high, our requirements 


strict, but we can offer remunerative and 
pleasant agency connections to the right men. 


CLARENCE E. LINZ 
Vice-Pres. and Treas. 


Agency Manager 































holders. 





EQ 


Founded: 1867 





Satisfied Policyholders 


More than 29% of all business written in 
1924 was placed on the lives of old policy- 


What better evidence could there be 


that policyholders appreciate the “golden rule” 
service of Iowa’s Oldest Company? 


Men desiring to become agents for a good, 
old line company will realize the advantage of 
a contract with this company of satisfied 
policyholders. 


UITABLE LIFE 


INSURANCE COMPANY 
OF IOWA 


Home Office: Des Moines 
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A Wider Field— 





We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., Kans., Md., Mi 
Minn., N. M., N. C., Okla., 3. D Ww - 


.» W. Va. and Wyo. 


Our Agents Have 


An Increased Opportunity © 





Age Limits from 0 to 60. 


plan. 


and Females alike. 





Because we have 


Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’s 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 


verly is president of the Medical Life 
and R. O. Hutchinson, Waterloo, presi- 
dent of the Insurance Loan, with I. G. 
Londergan, vice-president and general 
manager of both companies. Remodel- 
ing of the building is under way and 
it will be ready for occupancy July 15. | 





Aetna Seeks Missing Heirs 


Aid of the city clerk of La Crosse, | 
Wis., has been enlisted by the Aetna 
Life in its search for the heirs of August 
Hedwig, who took a policy in the com- 
pany in 1869 and who has since died. 
His beneficiaries were his wife and chil- 
dren, who cannot be located, but who 
lived in La Crosse at the time of Hed- 
wig’s making application for the insur- 
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Only high-type men and women can obtaip 
contract to represent this company. 
Open territory in Ohio and Mi ’ 

General Agent's contract g. 
rect with Company backed by real op. 
operation. 





































































RICHMOND FIELD CLUB MEETS 





W. P. Dodson of Norfolk Division | 
Heads Virginia Agents of Mutual 
Life for Coming Year 





RICHMOND, VA., July 1.—At the 
annual meeting of the Richmond agency | 
field club of the Mutual Life of New | 
York, W. P. Dodson, representing the 
Norfolk division, was elected president 
for the ensuing year, succeeding R. B. 
Augustine of Richmond. Vice-presi- 
dents, representing the remaining divi- | 
sions, were chosen as follows: W. O 
Bristow, Franklin; R. E. Harrison, } 
Farnham; R. B. Augustine, Richmond; | 
C. E. Lindsay, Charlottesville; J. B. | 
Hutcheson, Roanoke; J. P. Wells, Dan- | 
ville; E. Ayres, Lynchburg. J. B. | 
Hutcheson was reelected secretary and 
treasurer of the club. | 





| 
| 
| 








| ics 
| Charles G. Taylor, Jr., assistant man- 


Following the business sessions, the | 


| convention was brought to a close with | 


a luncheon at which Manager S. B. Love 
officiated as toastmaster and also spoke 
on “The Evolution of Salesmanship,” 
starting with practices in vogue in 1889 | 
when he first entered the life insurance | 
business and leading up to the high eth- 
prevailing in the business today. | 


ager and actuary of the Association of 
Life Insurance Presidents, who got his 


| start in the Richmond office of the Mu- 


tual Life, spoke on the high ideals of 





29 South La Salle Street, Chicago 








H. NITCHIE 
e ACTUARY 


1523 Assn. Bldg. 19 S. La Salle St. 
Telephone State 4992 . . CHICAGO 








HAY C. MARVIN 
CONSULTING ACTUARY 


2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bidg. 


INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








J. McCOMB 

e .COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 





pared. The Law of Insurance 4 
Specialty. 
Colcord Bldg. OKLAHOMA CITY 

















the business. 

Other speakers were Dr. St. George 
T. Grinnan, medical referee for the 
Richmond agency of the Mutual Life: 
Eldon D. Wilson, superintendent of 


— 





a week is the cost of The 
National Underwriter by 
annual subscription. 
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agents; Rieman McNamara, cashier of | 


By 3, 1925 
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Guaranty Commission Rejects Claims | A. Mosarey Horxivs, Manager of Ageia |B poi)2nies 
: = blv m 
The depositors guaranty fund commis- | Home Office Building eon 
sion of North Dakota has rejected the ie am 
claim of the Dakota Life of Watertown, | 11UN. BROAD ST.. PHILADELPHIA, PA Kew Yor 
S. D., to share in the 10 percent dividend == heen pay! 
being paid on deposits in the closed First | — jnia mor 
State Bank of Crystal Springs. In so} ————. B A staten 
doing the commission has established a | hows th 
precedent affecting large amounts of de- | - 
posits claimed by insurance companies, 0 —— 
stock salesmen, consumers stores and | 
similar concerns. The decision would of the business written by some of ou PA 
relieve the commission of a huge liabil- | larger agencies is a direct result of th 
ity. | Fidelity lead service. Our agents interview a 
In the case involved in the claim of the interested prospects—people who have writ. 
Dakota Life, Cashier Richards of the || ten the Head Office for information. OPEN 
Crystal Springs bank was agent for the | Fidelity is a low-net-cost company oper. 
company. Premiums on business he | ENT RT m 
wrote were not paid in cash. He would | cong —s on Na 
take notes from the insured, put the | force. Faithfully serving insurers since 187 The 
notes in the bank and issue certificates | FIDELITY MUTUAL LIFE New: 
of deposit to the insurance company for | In 
due dates the same as the notes. At that INSURANCE COMPANY, PHILADELPHIA 
time, the referee found, the bank was | Walter LeMar Talbot, President 
unable to make loans because of low re- | A few agency openings for the right men THE } 
serve, many of the notes were worthless, rranget 
persons making the notes already were mt > Br 
overloaned, and in all the loans, so hcity 
classed*by the referee, were illegal. cisco, tt 
interest: 
. not onl 
Johnson Back with Department | AC ] UARIES at OR 
Senator Olaf Johnson of South Wayne | tions, $ 
was on Tuesday appointed deputy ~ journal: 
surance commissioner and deputy fire in Pac 
marshal of Wisconsin, beginning July 1. ONALD F. CAMPBELL ae th 
Mr. Johnson resigned that post Jan. 1 | CONSULTING ae 
to serve as a member of the upper house. | ACTUARY — 
Upon the conclusion of the legislature | 160 N. La Salle St. Insurat 
Monday, Commissioner Smith announced | Telephone State 7298 fore be 
his reappointment to the post. CHICAGO, ILI nsuran 
° z who 1S 
former 
writers 
SOUTHERN FIELD A. GLOVER & CO. writer 
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Richmond agency; R. B. Augustine, 
trict manager at Richmond, and J. B. 
istrict manager at Roanoke. 





tcheson, d 








Had to Walk 19 Stories 


4 breakdown in electric current con- 
’ at the Inter-Southern Life 
in Louisville last Saturday left 





ctions 
pilding 












| Virginia in 1924 totaled $1,355,463 
whereas disbursements amounted to $1,- 
814,446 itemized as follows: Death 
| claims, $512,821; matured endowments, 
$87,989; dividends, surrender values and 


| annuities, $966,393; fees, licenses, taxes, 
| etc., $34,692; agency expenses and med- | 


ical fees, $212,551. 


Commonwealth Life Organized 






























Premiums once reduced are permanently lower 


War, Flu or other catastrophe can not raise them 
even to their original level as would be the case 














building without service the rest of | i“ pa a at Saeco = 
e day. The big torce of company The Commonwealth Life Insurance | in participating insurance if dividends were 
irkers had to walk down 19 floors to|Company has been organized at Fort 
3 street, and were mighty glad that it | Smith, Ark., to take over the life busi- decreased or passed. 
maces "Saturday and they didn’t have to | — of oe ee a —< 
colt - » 2 » of ion anc ; als 7 e accide and | . 2 . ° 
“ay. me back to work in the afternoon. |) aith business. The president of the Do you know of any non-participating policies 
Mi |}new company is M. M. Hayes, and sec- . ° ° ° ° ° 
mtract qj. ‘te’s Virginia Fi | retary, J. A. Gosnell. William McCallum which provide for sharing in mortality savings and 
¥ real co. Mutual Life’s Virginia Figures formerly superintendent for Arkansas of Cc . t t . > P . h 
a } Xo longer can it be said that insurance | the tyra ane Life & oa re- excess interest earnings! remiums have been 
e -.* _— - atm ie , | signe t' come anage ) 1e acci- | ed ° 
Matonay mpanies take out of a state far more oe ag Bory Mn oo dl 2 reduced under several forms of policies since 1919 
resident Ban they give back. Some of the big enenmens . I = . s i 
# Aemin |Bfompanies are now paying back consid- | “ and this unique feature is now regularly embodied 
LL . « , - ° | } 
ably more than they take out. Nota- | . , Ps ve . 
HIA le among these is the Mutual Life of | State yom ——- ub | in all forms of the low-rate non-participating 
» PA ‘ew York, which for several years has} The State Mutual Life Agency Club °° . 
nen paying back into the state of Vir-| is holding its meeting at the Hotel policies issued by the 
pinia more than it has been taking away. | Frontenac, Quebec, Can. Not only the | 
— BA statement issued by the company | general agents, but a number of solicit- | 
50 Shows that net premiums received in! ing agents are present. i FEDER U N | O N IFE. 
| ai AL L. 
«=~ | PACIFIC COAST AND MOUNTAIN FIELD Home Office—Cincinnati, Ohio 
interview 
ave writ ———— | 
nae OPEN PACIFIC COAST OFFICE | ize a news service for the coast that will | 
premium be well worth while. jes ——____—— - — ~ — 
Billion : 
ince 108 The National Underwriter Establishes 


News and Business Branch With 
Insurance Publicity Bureau 











ent 

jht men Tue NATIONAL UNDERWRITER has made 

——— arrangements with the Insurance Pub- 

—s licity Bureau, 369 Pine street, San Fran- 
cisco, to take charge of its Pacific Coast 
interests. THe NATIONAL UNDERWRITER, 

~ not only through the newspaper itself, 
but on account of its numerous publica- 
tions, supplies and monthly educational 

a journals, has built up a valuable clientele 

L in Pacific coast territory. For some 
time the need has been seen for a closer 
touch with Pacific coast activities. The 
Insurance Publicity Bureau will there- 
fore be at the service of Pacific coast 
insurance men. Herbert H. Kirschner, 
who is connected with this Bureau, was 
formerly one of the editors of “Under- | 
writers’ Report” of San Francisco. The 
Insurance Publicity Bureau will organ- 

' M. A. NATION, Pres. 

) 








Open San Francisco Branch Office 
The Pacific Mutual 


agency 
nership in Los Angeles of Baker & 


co-part- | 


Moore, composed of Dan M. Baker, Jr., | 


and Rutherford D. Moore, opened 
branch office in San Francisco last week 


a 


in the Pacific Mutual building in that | 


city. 


It is their purpose to engage ac- | 


tively in the personal production of new | 


insurance in the Bay City district. Busi- 
ness written will be reported through 
the company’s San Francisco general 
agency. 
there in connection with the details of 
opening the office and installing Earl S. 
Breck as manager. 
many years in that district and is a grad- 
uate of the University of California. 


will devote his time to personal produc- 
tion in addition to discharging the du- 
ties of office manager. 

It is believed that this is the first in- 
stance of an agency partnership opening 


Mr. Baker spent several days | 


Mr. Breck has lived | 


He | 











Fieldmen Profit by This 


N 1924 The Guardian’s Prospect Bureau yielded an average profit 
to fieldmen of 600% in commissions over their investment. In 
some sections it ran as high as 3000%. 


The Prospect Bureau is one reason why a good many of the better 
producers are casting their lot with us. One newcomer, a general 
agent, brought with him an agency organization of nearly three 
hundred men. 


Let us tell you the whole story of what The Guardian is doing to 
better the fieldman’s success. 
T. LOUIS HANSEN, Vice-President 
THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 
Founded 1860 under the Laws of the State of New York } 
50 UNION SQUARE, NEW YORK | 








Universal Life Insurance Company 


Dubuque, Iowa 


WE WANT GOOD MEN 










CHAS. E. WARD, Sec’y. 








New 











Loans at end 








Policy 


Broader Double Indemnity Clause 


of Second Year 


Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 


ORGANIZED 1850 





INSURANCE CO. 


66 BROADWAY NEW YORK 
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Connecticut General News 
Hartford, Conn. 





Inheritance Tax Information 
In Convenient Form 


Our legal department has pre- 
pared a very useful pamphlet show- 
ing taxes payable to Federal and 
State governments by estates of 
various sizes. 


For all the principal corporations 
it gives State of incorporation, 
necessary information in view of 
the fact ‘that the latter usually im- 
poses a transfer tax upon stock held 
by non-residents. 


We have received hundreds of re- 
quests for this booklet which have 
been referred to our agents. Sam- 
ple copies to brokers on request. 




















Mutuality 


For eighty years the idea conveyed by 
the words MUTUAL BENEFIT—“the 
good of the whole applied to the affairs of 
each one’”—has been the guiding principle 
in the treatment of policyholders of this 
Company. 





The 


Mutual Benefit Life Insurance Co. 


Newark, N. J. Always Purely Mutual 


























We have opportunities for Agents in 
Arkansas, Illinois and Iowa 


International Life & Trust Company 
Home Office: MOLINE, ILLINOIS 


a branch office at such a distance from 
headquarters. Messrs. Baker and Moore 
will each spend more or less time in 


San Francisco but will not permit this 
new undertaking to interfere with their 
Los Angeles production. 


Suit Over Screen Star’s Insurance 


A suit in equity was brought by the 
New York Life in superior court at Los 


the company is to pay the proceeds of a 
$50,000 policy issued to Lucille Erick- 
sen, known on the screen as Lucille 
Ricksen, who died there March 13. The 


thor, and Conrad Nagel, actor, as guar- 
dians of Marshall Ericksen, brother of 
Lucille, and Samuel I. Ericksen, father 
and administrator of her estate. The 
policy was issued Feb. 5, 1924. 
company stands ready and willing to 
pay the proceeds of $48,868, 
not know to whom it is to pay the 
money. The policy was taken out on the 
endowment plan, but on Nov. 25, 1924, 
she named her mother, Mrs. Ingeborg 
Ericksen, beneficiary. Later Mrs. Erick- 
sen died, and Lucille then 
brother, Marshall, the 
Hughes and Nagel, as guardians of the 
boy, have demanded payment on his 
behalf and Samuel Ericksen has also 
demanded payment to him as adminis- 
trator of his daughter’s estate. 


Grizzly Field Club Elects 


The following officers of the Grizzly 
Field Club of the southern California 
agency of the Mutual of New York were 
elected at the June meeting, to serve 
during the ensuing year: ‘ay 53 
N. Engle; first vice-president, J. S. Fer- 
guson; second vice-president, C. W. 
Hudson; secretary-treasurer, Howard C. 
Brayton; executive committee, W. A. 
Fieth, R. R. Hays, W. L. Marston, N. 
M. Albrecht and P. N. Engblom. An 
advisory committee composed of past 
presidents was also named, consisting of 
James P. Casey, F. S. Burgess and E. 
W. Smelser. 

The annual outing of the Los Angeles 
agency of the Mutual Life, held at 


Angeles last week to determine to whom | 


suit was directed to Rupert Hughes, au- | 


The | 


but does | 


made her | 
beneficiary. | 


| 
ager Fred C. Hathaway states th, 





Brookside Park, Pasadena, was a, " 
by more than 200 members of the 
pany’s field force and their iamile 
agency is growing so rapidly tha y 





attendance of approximately 409 , 
1926 picnic will not be surprising 





Great Republic’s Outing 


The Great Republic Life helq }. 
nual outing last week at Brent's \ 
tain Crags, a private resort in he 
Monica mountains about ' 
Los Angeles. Luncheon and 4 
forms of entertainment were provide 
the company and the entire day wa; 
voted to relaxation. Including g 
and members of their families, th 
tendance numbered approximately ; 
persons connected with the home o 
organization of the company. 








38 mi 












Report on Utah Business be oy 
The report of the Utah departm. Digest’ 
| shows that life insurance companies PRICE 
the state wrote $7,126,720 in 19% | 
compared with $5,386,019 the previgh ¢— 
year. Qutside life insurance compa UTUAL 
operating in the state wrote $43.32 ¥ 
compared with $37,859,182 in 1923, ; 
sessment companies made some gy Premmums 
writing $685,000 as compared with $y Endow: 





500 the previous year. 


Push Plan to Save Forests 

The California Development Ass 
tion, of which Charles W. Helser, pre 
dent of the Western National Life ¢ 
Oakland, is past president, undiscourag 
by the veto of its reforestration ay 
forest-protection bills which the legis. 
ture passed, is out to save the foress 
through a far-reaching campaign of pu. 
licity. He is going at the matter of ip. 
teresting adults in fire prevention, 
getting a million or so boys and girls: 
circulate a pledge for their elders t 
sign. Here’s the wording: “To sav 
growing forests for growing children, ! 
promise to do everything in my powert 
keep fires out of our great wealth of 
forests and watersheds.” The associa- 
tion is offering cash prizes and a rit 
in a forest patrol airplane to the younsg- 
sters who secure the largest number of 
adult signers. 














-IN THE ACCIDENT AND HEALTH FIELD 











MEET AT SIGNAL MOUNTAIN 


Southern Industrial Insurers Conference 
to Hold Fall Convention 


October 1-3 
The executive committee of the 
Southern Industrial Insurers Confer- 


ence has decided to hold the autumn 
meeting at Signal Mountain Inn, Signal 
Mountain, Tenn., near Chattanooga, 
Oct. 1-3. The Provident Life & Acci- 
dent and the Interstate Life & Accident 
are both prominent conference members 
at Chattanooga and will be the official 
hosts. W. R. Lathrop of Birmingham, 
secretary of the Southern Life & Health, 
is president of the conference. J. R. 
Leal, secretary and actuary of the Inter- 
state Life & Accident of Chattanooga, 
is vice-president. 


Takes Central Iowa Agency 


D. F. Creech, recently of Troy, Mo., 
and formerly manager of the St. Louis 
branch of the Lion Bonding, has been 
made district manager for the central 
Iowa agency of the Mutual Life of Illi- 
nois, accident and health department, 
with headquarters at Des Moines. 


Decision on “Accidental Means” 


Construction of Clause Insuring Against 
Death “Effected Directly and Independ- 
ently of All Other Causes, Through Ex- 
ternal, Violent and Accidental Means”— 
A few weeks prior to the happening of 
the event alleged to have caused dece- 
dent’s death he had been ill for probably 
a fortnight with influenza. On the day 
of decedent’s death he had assisted in 
getting an automobile out of the mud 
by pushing the car. Proof of death 
showed “acute myocarditis caused by 
strain in lifting; contributory (second- 
ary) influenza several weeks ago.” There | 














| 


| 
| 


was expert testimony that influenz 
probably had weakened the heart. In an 
action on the policy a verdict was d- 
rected for defendant. Smith vs. Federa 
Life, U. S. District Ct. of Texas (No 
Dist.), Dallas Div. Decided June 4. 


Promotions Recently Made 
The National Life & Accident has pro- 


moted A. Wardlow of the Wichita dis- 
trict to a superintendency in the Peoria 
| district. W. EB. Gooch, formerly of the 





i 


| 
| 


has been advanced t 
the Jonesbor 


Memphis district, 
a superintendency in 
district. 


Transferred to Chicago Office 


A. J. Higgins has been appointed un- 
derwriter in charge of the accident and 
health department in the Chicago branch 
office of the Aetna Life. Mr. Higgins was 
formerly underwriter in charge of the 
accident and health department in the 
St. Louis office and was transferred to 
the Chicago office to succeed James E 
tigges, who died last May. 





Burlingame Is Promoted 


Cc. H. Burlingame has been appointed 
agency manager of the William L 
Thomas Agency of the monthly pre 
mium division of the Pacific Mutual Life 
in Los Angeles. For a number of years 
he has been assistant superintendent 
the monthly premium division at the 
home office. 





Carried Disability Policy 
Charles Harris of San Francisco, agency 


superintendent of the National Fire of 
Hartford, fortunately carried a non- 
eancellable disability policy in the Pa- 
| cific Mutual Life, providing for $400 a 
month indemnity following the elimina- 
tion period. As Mr. Harris was in af 


; has 
| automobile accident and for months as 


been in Mercy hospital at San Diego, Cal., 
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Field Managers Meet 





Inter-State 
fer of the field managers of 
4 «or.-State Business Men's Accident 
th aot + the home office at Des 
‘ i s sessions were con- 
‘ ing, presided over by 
ee ,. Brown, general field manager. 
ae were given over to de- 
! iference with the depart- 





ent features of the con- 


LIFE INSURANCE EDITION 


dinners at 
Secretary- 
Assistant 


form of 
clubs of which 
Treasurer Ernest W. Brown, 
Secretary Chas. P. Waldron, and Robert 
A. Brown are members. The dinners 
were followed by theater parties. 


ference were in the 


the various 





Wollney Heads Department 


W. Wollney and not Dr. J. 
loway, as erroneously mentioned in cer- 
tain insurance journals a short time ago, 
is manager of the accident and health 
department of the Metropolitan Casualty 
of New York City. Dr. Galloway is con- 
nected with the company as its medical 
adviser, and while an authority upon 
cident and health underwriting problems 
is not associated directly with that di- 
vision of the Metropolitan activities. 


Bruce Gal- 





Policy Literature, Rate Books, etc. 


Digest” anc 
PRICE, $3.50 and $2.00 respectively. 





NEWS ABOUT LIFE POLICIES 


| 

New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in | 
| 

} “Little Gem,” Published Annually in May and April respectively. | 

| 


| 








MUTUAL TRUST’S NEW RATES 





Premiums on Endowment at 65 and 
Endowment at 85 Full Paid at 65 
Policies Are Given 











e rates for the new income endow 
ment at age 65 and endowment at age 
85 at age 65, policies issued | 
t } al Trust Life are given in | 
the subjoined table. The income endow- 
ment at age 65 matures in the form of 
monthly income of $10 per $1,000 ol 
face nt of insurance, payable for 
120 is certain and so long there- 

er as the insured may live. The value 
oi the policy at maturity is $1,300, which 


be taken by the insured in one sum, 
mthly income, or subject to 
evidence of insurability, he may take out 

l-up endowment at age 85 policy 
a paid-up endowment at 
or $1,000 and $606 in cash 


eu of meé 


$1,873 or 
e€ 85 policy 
Income Endowment at Age 65 


With Waiver 








Puritan Life 


Rhode 
ttlement options in 


Island is 
its 

ng to all new policies and 
retroactive for present policy- 


4a : new sé 


Under option I the beneficiary 
ual interest payments on the 





m at the rate of 3% percent 

ith of the payee the principal 

id to his or her estate Option 

S r the payment of equal annual 


payments for a specified num- 
months, for instance, 
l payments of $1,161.80 from a 


irs or as, 


licy Under option III, the 
receives a stated sum for 10 

- rs certain and thereafter as 
e she may live. Besides the guar- 


iyments, the company agrees to 
such interest dividends as 
by the directors, 


provision was made in 


apportioned 
“En no such 
options, 


With of Prem. and 
Vaiver of Prem. Double Indemnity 
Semi- Semi- 
An- An- Quar- An- An- Quar- 
ig nual terly nual nual terly 
$ $ $ $ 
20.00 30 44 5.83 
2 2 ) 6.03 87 6.56 
26.37 6.99 -75 7.52 
25 8.28 29 8.81 
8.05 8 10.08 82 10.61 
17.90 12.69 5.95 13.22 
63.08 16.71 33.84 17.24 
88.73 23.52 90.73 47.18 24.05 
139.76 37.04 141.76 73.71 37.57 
Endowment at Age S85 
Fall Paid at Age 65 
With Waiver 
With of Prem. and 
Waiver of Prem. Double Indemnity 
Semi- Semi- i 
‘ An- Quar- An- An- Quar- 
Age nual nual terly nual nual terly 
$ $ $ > $ 
9 8.84 4.50 19.07 
8 9.81 5.00 20.98 
11.09 5.66 23.47 « 
24.61 12.80 : 93 
29.10 15.13 es 
18.47 6 
in »” 8 76 
8 31.71 33.12 16.88 
t 47.40 49.08 25.01 


REDUCES LOWER AGE LIMIT 


Equitable of New York Will Accept 
Small Policies of Limited Forms 
Above Age Ten 





The Equitable Life of New York will 
now consider applications for limited 
paid life, endowment and convertible 
policies for amounts not exceeding $2,- 
000 upon the lives of children between 


insurance ages of 10 and 14, according 
to the announcement of Agency Vice 
President Frank H. Davis. Double in- 


demnity and total disability features will 
not be included, nor will application for 
term policies or ordinary life at these 
ages be considered. The subjoined table 
gives the annual rates per $1,000 for 
some of the most popular forms of poli- 
cies at the indicated ages: 


20- 


ANNOUNCEMENT OF NEW PLAN 





Union Central Life Will Have Payroll 
Deduction Arrangement and In- 
creases Its Interest Rate 


The Union Central Life announced at 


its convention this week that it will 
adopt the payroll deduction plan. It 
also announced that installments and 
proceeds ot policies leit on deposit, 


dividends left on deposit and premiums 

paid in advance will be calculated at 
percent guaranteed rate of interest 

instead of 3 percent as at present. 


Bankers Life of Iowa 


Bankers Life of Iowa is now writ- 
disability and double in- 


The 
ing permanent 


demnity insurance on selected substand- 
ard risks. In the past a strict rule has 
been observed against these forms ex- 
| cept on standard risks 
Mutual Benefit Life 
The Mutual Benefit Life shows a loss 


j} annual, 


from loading in the Unique Manual Digest 


page 47, which should be indicated as a 
gain rather, than a loss Total gain 
from loading in 1924 was $1,113,379 


Great West Life 


The Great West Life of Canada has 
announced a number of changes in its 
underwriting policy. It will not accept 
non-medical applications from men on 


the ordinary life, nonparticipating plans 
It will write young people over age 10 
and less than 15 on the 20-pay life or 


higher premium plans for $1,000, without 


lien, at the rate for age 15 Additional 
amounts will be subject to the lien as 
before. 

In the payment of death claims, the 
company will not deduct from the 
amount otherwise payable the semi- 


quarterly or monthly premiums 











“All I Ask Is a 


Fair Chance” 


If that is what you want, you're our man. We 
won't promise you an advance or a salary, office 
rent, clerk hire or any other bait. We have no 
forfeited renewals, out of which to pay such things. 


With Us Every Man Gets What He 
Earns and He Gets It! 


We will give you an IRON-CLAD CONTRACT 
to pay all your business is worth, with RENEWALS 
VESTED ON EACH YEAR’S PRODUCTION. 
Your volume determines your commissions, 

THIS IS A REAL OPPORTUNITY for real 
life insurance men seeking freedom and encourage 
ment to develop to the limit of their ability with a 
real live life insurance company. 


EXAMINE OUR RECORD! ! 





We doubled in volume in three years on bona 
fide business written by our own agents; no re 
insurance and no mergers. 


The Columbus Mutual Life 


Insurance Company 


580 E. Broad St. 
Columbus, Ohio 


C. W. Brandon, President D. E. Ball, Vice-President and Secy. 

















THE OLD LINE 


CEDAR RAPIDS LIFE 
INSURANCE CO. 


A Good Western Company 





Up-To-Date Policies Liberal Contracts 
Good Opportunities in 
Iowa, South Dakota, Minnesota, Nebraska 


Cedar Rapids 


lowa 




















THE NATIONAL 











Cathedral Builders 


Each is a cathedral builder—whether he be architect, master 
mason, or apprentice helper. And each is therefore entitled to 
respect. 

In the institution of life insurance every man and woman, in 
Field or in Home Office, is a builder in the great temple of life. 
Each is therefore entitled to respect. 

And in this organization the man or woman whose produc- 
tion is small is held in the same fraternity as the man or woman 
whose figures are in the million, provided only that conscience, 
loyalty, and industry animate the work. 

We have room for men and women of high ideals, who 
believe that life insurance is one of the supreme forms of social 


The Penn Mutual 


Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 





































Springfield Life Insurance Company 


A MUTUAL LEGAL RESERVE Lire INSURANCE COMPANY 
HOME OFFICE: SPRINGFIELD, ILLINOIS 


AGENTS WANTED 


We offer to Agents who CAN— 
(1) Liberal first year commissions 
(2) Liberal renewals—thus insuring a permanent income 
(3) Actual—not promised—home office co-operation 
(4) Large actual prospect lists 


Business in Force $80,000,000 














A. L. Hereford, President 


George Hawkins Supt. Agencies 
Springfield, IIL 


Springfield, II. 
































OUR NINETIETH BIRTHDAY 


Ninety years ago, April 1, 1835, Massachusetts chartered 
the New England Mutual. This is the oldest Charter now exist- 


ing. 


_ The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 
growth of Life Insurance. 


THAT IDEA WAS MUTUALITY 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 



































THE CAPITOL LIFE INSURANCE COMPANY 


Clarence J. Daly, President Denver, Colorado 


Condition—December 31, 1924 


Assets  cccccccccccccccccccece $dnesaeseds $ 7,131,728.89 
EAMMOS ncccceccsccccces Seeeseessceess 6,263 ,650.65 
Td: SE Do ciwsredeowieetwonede 868,078.24 
GIGS. TH OD. 4000005066e000c0seace 54,025,068.00 


FULL HOME OFFICE CO-OPERATION ENABLES OUR AGENTS TO SUCCEED. 
DESIRABLE TERRITORY OPEN TO MEN OF ABILITY. 


























Whatever you have to say to Insurance men, you can do it more 
effectively through the advertising columns of The National Underwriter. 
One inch one column Want Ads are $5.00 an insertion. Other rates on 
application. 


National Underwriter, Chicago 

















UNDERWRITER 


| 

| which would have become due within 
| that portion of the policy year following 
the death of the policyholder. This 
change is retroactive and applies to all 
| policies in force. The company will now 
accept risks previously restricted to par- 
ticipating forms on the non-participating 
basis with the exception of laborers and 
acronauts., 

The limit of the accident benefits for 
men is increased from $20,000 to $25,000 
and the restriction regarding farmers is 
removed, subject to the company's right 


to restrict individual cases. 
| International Life 

The International Life of St. Louis has 
brought out a new 20-year endowment 


policy with many interesting features of 


a total of $9,192. Then beg 

the company would 

monthly plus excess interes 

20 years, Thus the maxir . 

to the company would be $915 

the minimum return from t 

would be $13,800 or a 

not less than $4,608. 
If the assured should |} 

and permanently disabled 





oo, 

















sur] 


would pay him $100 a m« 
end of the endowment peri 
all further deposits on the 
at the end of the endowm: 
full face amount of the po! 
paid or the monthly paym: 
20 years. 

At the end of the endoy 


when the policy has matured t 





settlement and providing for total and holder has the option of Several] ¢ 
|} permanent disability and double indem- | ments. On a $10,000 policy, he may 
nity. out $10,000 in cash, take a p 
| Based on age 35 the policyholder would | for $10,000 and draw $4,608 in eqs 
pay in $38.30 monthly for 20 years, or |take a paid-up policy for $17,6¢ 

- —__————_—__— ——— — 

NEWS OF LOCAL ASSOCIATIONS 

— 








C. E. BENT ELECTED PRESIDENT 


Los Angeles Association Reports In- 
crease at Present of Forty-eight 
Percent in Membership Drive 


LOS ANGELES, CAL., July 1.—The 
Los Angeles Association of Life Under- 
writers elected the following officers at 
its meeting last week: President, 
Charles E. Bent, Travelers; first vice- 
president, Vernon H. Jenkins, Occiden- 
tal Life; second vice-president, Guy 
Gilbert of Santa Ana; treasurer, H. G. 
Everet:, Lincoln National; secretary, 
Spencer Cole; directors: George Ayars, 
Phoenix Mutual; Robert A. Brown, 
Pacific Mutual; George Hodel, Equita- 
ble of New York; Leo Jennings, Mu- 
tual of New York and Ward H. Porter, 
Fidelity Mutual. 

Following the dinner, an address on 
“Your Neighbor’s Life Insurance,” 
broadcasted trom the studio of the Los 
Angeles “Times” by John H. Russell, 
vice-president of the National Associ- 
ation of Life Underwriters and associ- 
ate manager of the home office agency 
of the Pacific Mutual, was received by 
radio. The speakers on the regular 
program were Charles A. Cleeton, field 
superintendent of the Occidental Life 
and the company’s leader for the past 
two years in personal production, who 
spoke on “A New Field of Prospects,” 
in which he presented statistics showing 
the extent to which women are engaged 
in business and consequently, form a 
large number of prospects frequently 
overlooked by the agent; and Herbert 
Rawlinson, well-known motion picture 
star, who gave an interesting account 
of the reason why the motion picture 
people should protect their futures with 
life insurance. He stated that although 
large salaries are paid, the period in 
which they are commanded is limited 
because of the trying conditions under 
which pictures are produced. 

The membership committee reported 
that the drive to increase the member- 
ship had resulted in a gain of 48 per- 
cent, and it is hoped the membership 
may be doubled before the end of the 


year. 
a oe 

Columbus, 0.—New officers of the Co- 

lumbus association are: President, Sam 


L. Haynes, Union Central; vice-presi- 
dent, Charles Eckert, Northwestern Mu- 
tual; secretary, Eli Miller, Provident Mu- 


tual Life; treasurer, J. Boyd Davis, Penn 
Mutual; executive committee, J. J. Belk- 
nap, Equitable of Iowa; M. D. Donham, 
National Life of Vermont; R. W. Hoyer, 
John Hancock; Albert Speaks, New Eng- 
land Mutual; H. P. Getz, Connecticut 
Mutual. No more meetings will be held 
until September. 


* * * 


Indianapolis, Ind.—The annual meeting 
of the Indianapolis association was held 
Friday evening with a banquet and spe- 


cial entertainment. The wives of mem- 
bers were present as well as guests not 
identified with the business, Fred M. 


Dickerman, general agent Guardian Life, 








was elected president; Guy A. Ramsdell, | 





Mutual Life, first vice-president 
ence S. Sweeney, State Life, s¢ 1 
president; Dan W. Flickinger, John} 


cock, secretary, and William W,. Hy 
son, New York Life, treasurer. Me 
Flickinger, Sweeney and Harrisor 
elected members of the executive 
mittee, 


Mansur B. Oakes, president of t) 
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thereatt 
times 

plied, 
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$500,000 











surance Research and Review Ser 
gave a short talk on “Tonight and? 
morrow.” He paid tribute to ther 
ing president, Paul W. Simpson, on ¢ 
ing the association a good adminis 
tion. Mr. Oakes reviewed brief 

evolutionary stages through which} 
annual conventions of the National 
sociation have passed in the past 
years. 

President Simpson gave Mr, | 
much of the credit for the success 
his administration in that he had | 
instrumental in bringing most of 
speakers to Indianapolis who have 
peared on the program. Following t 
banquet the playlet, “The Heart 
Estate,” was very effectively giver 
talent drawn chiefly from the ass 
tion. 

a 

New Orleans, La.—Peter Epes of X 
Orleans, general agent of the Fid 
Mutual Life, was elected president oft 
life underwriters association at the 
nual meeting. Mr. Epes entered the 
insurance field in New Orleans a 
three years ago with the Fidelity ™ 
; tual Life He was formerly super 
tendent of agents of the Georgia Cw 
ualty of Atlanta, Ga. B. B. Macfar 
of the Pan-American Life was el 


vice-president; Robert A. Hopkins oft 


“American Insuror,” secretary-treasu 
ss 2 
Pittsburgh, Pa.—F. W. Ries, manag 
of the Canada Life in Pittsburg! 


elected president of the Pittsburgh ass 
ciation at the annual meeting Ou 
officers were Holgar Johnson of the Co 


necticut Mutual, first vice-preside 
John G. Howley, Union Central, s¢ 
vice-president, and R. A, Locke, Nor 


Mutual, treasurer. Five 
were elected to the board 
three years: N. A. Dege 
United States 


western 
members 
directors for 


Aetna Life; William Wood, 

Life; Frank A. Wesley, Columbian % 

tional; William M. Duff, Equitable 

lowa, and Harry Snyder, Guardian L 
* * * 

St. Paul, Minn.—“The Heart of | 
Estate,” a one-act play, was a feat 
of the life insurance congress held he 
by the Minnesota association. M 
than 200 life underwriters of the st 
attended. Elmer D. Allen presided 
the morning session and J. A, Zimmer? 
the afternoon session. 

Addresses were given by Har 
Hauenstein, Phoenix Mutual; George 
Ashton, Provident Mutual; Peter M. F 
hey, Northwestern Mutual; O. G. Holme 


State Mutual, and Barney Deiters of t 
Equitable of Iowa; George T. Blandfor 


Mutual Benefit; Lewis L. Ericks 
Northwestern Mutual; Harold J. Cur 
mings, Minnesota Mutual; George * 
Harrison, Penn Mutual; M. J. Dillon, ! 


cific Mutual; John A. Hartigan, Equita! 
of New York, and Walter J. Strous 
president of the Minnesota tio! 


associati 


x *k * 
Watertown, N. Y.—The Watertown © 





sociation at its recent meeting electé 
Arthur A. Dorr of the Equitable L! 
president to succeed J. J. Coonly. R. © 


(CONTINUED ON PAGE 24) 
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Assets $25,100,000 
Our Motto: Not How Large But How Strong 


Thirty-eight vears of successful and conservative management has resulted in a financial statement and 


BANKERS 


dividends to policyholders unequalled in the insurance world. 


Participating and Non-Participating Insurance 


LIFE INSURANCE COMPANY 


OF NEBRASKA 
Insurance in Force Over $106,000,000 


Disability and Double Indemnity 
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MORE BUSINESS IN FORCE IN OUR HOME STATE 
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Helping the Salesman 
to Help Himself 


The Bankers Life salesman is constantly 
receiving assistance from the Company 
in the shape of practical, concrete sales 
helps. 


Strong, convincing letters, extra divi- 
dend checks, radio maps and programs, 
birthday cards and numerous other 
methods give the Bankers Life salesman 
a decided “edge” in presenting and 
selling his contract. 


BANKERS LIFE COMPANY 


DES MOINES, IOWA 


George Kuhns, President 
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| pecting. Destine he applies for $10,000 
with the premium payable annually and 
the salesman requests the company to 
| issue an extra $10,000. Let this one be 
dated ahead three months or so, with a 
preliminary term premium only to be 
paid in the interim. When the policies 
come the agent can show that by paying 
an additional $25 or so, he will immedi- 
ately increase his estate $20,000, instead 
of $10,000 as originally intended. Fur- 
thermore, that he will have three 
months to prepare to pay the regular 
premium on the extra $10,000. The point 
can also be made that the premiums will 
fall at different periods of the year in 
the future, thus making it more conven- 
ient to pay, without having to pay the 
extra which would be charged in case a 
single $20,000 policy was taken and paid 
semi-annually. 

Here is another idea which can be used 
where the original policy has been taken 
to cover some specific need, say, to pro- 
vide an income for the wife. If the can- 
vass has developed that the insured has 
| No clean-up policy or should have one 

to pay off the mortgage or to cover some 

other special need, there will be a good 
chance to deliver an extra policy of rea- 
sonable size issued to cover it. 


Special Printed Blank 
Helps Agents’ Case 


One large company furnishes its repre- 
sentatives a special blank to present to 
new policy holders when delivering their 
policies. It is printed in duplicate and 
so worded that if the policy holder is in 
good health, he can put more insurance 
in force at once by simply signing the 
blank and paying the extra premium. 
This device helps that company’s repre- 
sentatives to deliver many an additional 
policy. This proves that additional busi- 
ness can be secured and since most com- 
panies have some sort of an amendment 
to the original application or other de- 
vice by which an extra policy will be is- 
sued, it will be well to use it, if you are 
not already doing so. 

When not sure that an applicant has 
applied for the maximum he is capable 
of handling, the medical examination can 
be used to try and raise him. After the 
doctor has completed it, study it over 
for points. If he is close to the maxi- 
mum or minimum weight, or if his blood 
pressure is high or low, or if he is near 
the border line in some other respect, 
call his attention to that fact with a talk 
along this line: “Now, Mr. Jones, this 
examination shows that you are close 
to the border line. I think it will go 
through alright now. But if you should 
take on (or lose) a few pounds in the 
next year or two (or if your blood pres- 
sure should go up—or down, as fhe case 
may be) it is possible that you could not 
get another policy. What you better do 
right now is to take as much as you can 
handle.” 

If the examination shows him to be a 
splendid risk, the idea can still be used 
effectively in many cases by calling at- 
tention to the fact that he is a good risk 
and there is no doubt about his being ac- 
cepted now, therefore he had better go 
the limit while he can; something might 
happen in the next year or so to bar him. 

In the last place, one of the big fac- 
tors in inducing a man to take the max- 
imum is enthusiasm. This seems like 
an over-worked word in connection with 
the sale of life insurance, but it isn’t. It 
is one of the most valuable assets any 
salesman can have. The more enthusi- 
astic a salesman is over life insurance 
and the better able he is to communicate 
that feeling to his prospects (at the same 
time judiciously employing levers such 
as those mentioned) the more nearly he 
is going to come to selling every man 
the maximum he can, should and will 
take. 
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(CONTINUED FROM PAGE 22) 


Van Buren and William J. Foley, both 
of the Metropolitan Life, were elected 
first and second vice-presidents respec- 
tively, and Horton J. Wheeler, also of 
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Lake City, 
Parker, prominent 
been named president 
ciation for the 
K. Hardy as 
Angus Boyer, 
Simon, treasurer, 
reelected secretary. 
Mr, Hardy, the new 
been able to attend a 
sociation since his accident last 
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Long Beach, Cal.—At the Lone » 




















association’s regular Juns e¢ 
program committee, composed of 
ren P. Blair, Jeff H. Davis, Jr., a, 
A. Parker, presented a prog: 
the principal speaker was P 
Budd, formerly assistant dean os 
reachers College of Columbia Unj, 
The subject of his address was “T Metrope 
to Mind Action,” and his remarks ° 
ered the field of psychology as | ing 
to salesmanship in a very interesti, 
instructive manner. John H Ruse 
vice-president of the National] Ass 
tion of Life Underwriters, was 
present and spoke briefly upon ass , 
tion matters. A splendid panda n MAKI 
vocal selections was presented by Per 
W. Olds. 
Getting 
, . Pa 
WITH INDUSTRIAL MEX ™ 
ISSUES TEN CENT PREMIWy NEW 
a ee for indu 
John Hancock Mutual Makes Arnoury, nolitan § 
ment As to Its New Weekly Pay. By ycir in 
ment Arrangement arousing 
ee circles 
The John Hancock Mutual Life 
: are compan 
nounces that beginning July 1, it y 
issue a 10 cent weekly premium nary av 
policy at ages 1 to 9, inelusive T dustrial 
benefits under this new policy will wuld 1 
slightly in excess of twice the amo ee 
of the benefits under the compar that be 
5 cent weekly policies, but the maxi: drive t! 
is not reached until a year later tha ness a 
under the present 5 cent policies amount 
From the same date also the com undoub 
will issue the so-called “Minor 20-Year Bi ijor thi 
Endowment Policies” in multiples of t :ppear 
5 cent weekly premium, as follows aa r 
MGS BE ME Bic ctwckddsccos Maximum ? ~e . 
ee S GENS Ga é dives éeeness Maximum 2) big 
BE Winacresdatusebandonns Maximum veek 
MD Be i vcantdce0 00060 ees. ccc sought 
ff 2 ee rr Maximum 4 circum 
BD Wace inawsd ss vas csanen sees ordina 
The increase of limits adds materia ments 
to the opportunity for writing juver premit 
endowments. A new form of the 25 c . 
endowment policies for minors has 
been formulated which will be issued # It is 
ages 1 to 9, inclusive. the M 
S of the 
dian | 





Missing Agent Held for Shortage 
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Rumors of foul play and _ poss agent 
suicide in connection with the dis increz 
pearance of Charles F. Murphy, I trial 
agent for the Prudential at Colorad Cana 
Springs. who dropped from sight Dec. ! ae 
last, were dissolved last week wht aren 
Murphy was arrested at Oak Creek, Co seen 
on an embezzlement charge. When ! nave 
disappeared, company officials discounte still 
embezzlement reports, but later, clos trial. 
check-ups indicated disappearance peop 
$212 in company funds. Murphy has the 
been returned to Colorado Springs t port 
face charges, nsta 
a drive 

Broke One Day Record —_ 

The Conservative Life field forcé — 
honored President Joseph M. Stephenso! ago. 
on his birthday with the largest number! x 
of applications ever produced in one day incr 
All records for one day's production ! late 
both monthly premium and ordinary de and 
partments were broken. driv 
com 

vige 

Public Savings Changes 
The Public Savings announces thes T 
changes: Agent G. D. Fetter, promoted 

to superintendenat at Lima, O.; Superin- sO 
tendent J. Williams transferred from yea 
Gary to Noblesville, Ind.; Agent R. A cre 
Hamilton, Gary, promoted to superin- in 
tendent; Agent W. E. Gibson promoted in | 
to superintendent at Springfield, 0., © pal 
take charge of newly created superin- are 











the Equitable, was elected secretary- 


tendency. 





